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, NE of the outstanding 
() developments in mar- 

keting during the past 
few years has been the growth 
of group buying. The chief ad- 
vantage of group buying by re- 
tailers lies in the fact that co- 
operative buying strengthens the 
competitive position of the unit 
store. This is but a result of 
several advantages and hinges 
on such factors as economy, ef- 
ficiency, selection, avoiding 
losses from markdown and the 
securing of greater turnover 


HE outstanding topic before the Na- 

tional Wholesale Conference held under 
‘ the auspices of the Chamber of Commerce 
of the United States in Washington this 
week was the economic consequences of 
group buying. The fight between two 
theories of distribution resolves itself into 
a test of strength between “the pull of the 
customer in selective consumption” and “the 
push of the manufacturer in mass produc- 
tion and distribution.” The highlights given 
are general to all industries and not specific 
to shoes. The summary is the result of 
committee research and study and is here 

given in digest—Editor’s Note 


other price concessions which 
go with large orders under this 
plan. No overhead charge is 
made, for each member per- 
forms approximately the same 
service. Merchandise is billed 
to members according to the ac- 
tual delivered cost. 

Some group-buying organi- 
zations are entirely local in 
character, and are composed of 
merchants of an individual com- 
munity engaged in the same 
kind of business. 

In the successful operation of 


ANNUAL 


ail 


due to proper buying. It repre- 
sents an attempt on the part of 
independent stores to secure through the pooling of or- 
ders some of the advantages which are enjoyed by the 
large chain store organizations. 

In some cases cooperative buying has developed as an 
activity of groups organized primarily for other pur- 
poses. One organization of non-competing department 
stores was originally formed for research purposes and 
the interchange of experience has developed group buy- 
ing on a large scale. The most important developments 
have occurred in the grocery and drug fields. 

There apparently is no generally accepted form of or- 
ganization for buying groups. One such group has an 
agreement that designated individual stores are to pur- 
chase specified commodities for the entire membership 
and accordingly to receive the quantity discounts or 


all types one factor predomi- 

nates—management is of utmost 
importance. Great care is taken that it is vested in 
proper persons. The failure of many cooperative ven- 
tures is attributable directly to the fact that members 
have expected too much of them. 

One trend in group buying particularly noticeable is 
the purchasing of style merchandise. Furthermore, or- 
ganizations are buying these styles according to fixed 
specifications and identifying these style selections with 
a definite style trade-name, and selling them to the pub- 
lic under that name. Purchase of this merchandise ac- 
cording to fixed specifications results in uniform produc- 
tion in point of quality and workmanship. Selection by 
a dozen or more experts results in the best styles, and 
identification with a definite trade-name secures steady 
outlets and builds confidence in the purchasing public. 


[TURN TO PAGE 50, PLEASE] 

























The salesman stepped forward smilingly, as though he 
had been waiting for her, and led the customer to a seat 
near the center of the store, facing the front. She set- 
tled herself comfortably, but almost immediately 
stood up. 

CustoMER—You won’t mind, will you, if I sit on the 
opposite seat It is not so conspicuous. And I shall not 
have the light in my eyes. 

SALESMAN—Not at all. I shall be glad to serve you 
here if you prefer it, madam. May I ask you to stand 
for a moment while I measure your foot? 

CustomMer—I don’t see any need of measuring my 
foot, for I can tell you I always wear 5%4B shoe. 
Though, of course, you may measure it if you want to. 
But let me sit while you do ii. I always have my foot 
measured while I am sitting down, so my weight doesn’t 
stretch out the foot so long. Besides, I’m tired. 

SALESMAN—Very well, madam. I can measure your 
foot all right while you are resting. (The salesman has 
been sizing up the customer from the very moment when 
he saw her cross the threshold of the entrance. He is 
looking for straws to show which way the wind blows. 
The customer’s remarks about the seat, and about meas- 
uring her foot, tip him off at once to the fact that here 
is a rather fussy, fidgety, fretful, worrying type of cus- 
tomer. He governs the beginning of his sale procedure 
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handle the 


During March we ran a series of 
articles by O. K. Johnson on how to 
handle different types of customers 
—the know-it-alls, the ones wanting 
advice, the talkative type and the 
silent customer. These proved so 
popular that more types have been 
outlined by Mr. Johnson. This one 
—on the fussy, critical, cranky cus- 
tomer—will be followed shortly by 
another—on the diffident, reserved 
customer. You'll like it. 








accordingly; and as the transaction continues the cus- 
tomer’s fussy, critical, almost cranky attitude convinces 
him that he has sized her up correctly from the very 
start.) 

CustoMER—Show me, please, an afternoon slipper in 
a light shade, with a rather high heel, and in some pretty 
pattern. I don’t know exactly what I want. But let 
me see what you have. 

SaLESMAN—(Coming back from stock shelving with 
a half dozen different low-cut effects in his arms, pre- 
sents them one by one to the customer, making a perti- 
nent remark about each to make sure that she is attentive 
to its characteristic features.) These are regarded as 
some of our most attractive and desirable styles this 
spring. 

CustomMEer—What color do you call this? 

SALESMAN—This is the new beige shade, as inter- 
preted this season by one of our leading American 
tanners. 

Customer—That’s what I thought it is. I can’t wear 
beige. There is something about it that just doesn’t go 
with my coloring. 

SaLtesMAN—(Thinks to himself: “If you can’t wear 
beige, then there must be a number of good shades this 
season that you will have to pass up. But I guess you’re 
just a bit fussy, my dear lady. We'll see.”) Here is 
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Fussy-Critical-Cranky 
(u STOMER 


By O. K. JOHNSON 


another shade I am sure you will not find difficult. This 
is parchment, a little lighter and somewhat less colorful 
than the beige, you will notice. 

CusToOMER—That’s better. But is the shade just 
right? Don’t you think a little darker shade would be 
better? (Salesman holds up a slipper in a darker 
shade.) No! not that one. That’s too dark. A little 
lighter shade, perhaps, than the parchment. (Salesman 
holds up a slipper in an ivory tone.) Goodness! No! 
I might just as well wear white. Try this parchment on 
again, please. Ah! Yes! May I see the mate to it, 
please? (Taking it in her hand, as salesman brings it 
to her) I’m afraid I can’t wear this heel. I am_ used 
to wearing a straight heel and this one looks too Frenchy 
to be comfortable. 

SALESMAN—I’ll show you another pump with a 
straight heel that will give you an opportunity to com- 
pare the two types. (Brings a pump from stock and 
holds the two up for the 
customer to see, heel to 
heel, both heel seats on 
a level with the eye.) 

This straight heel 
does, I believe, look as 
though it would give a 
little better support. But 
appearances are some 
times deceiving. Both 
these heels are of the 
same height; they are 
poised at about the same 
angle; and see—the top 
lift on this modified 
Louis heel is fully as 
large as the top lift on 
the straight heel. In 
judging the merits of a 
heel you will naturally 
inquire into these points. 
Comparison of these two 
heels makes me positive 
that the heel of the slip- 
per you have on will 


hold up your foot just as comfortably as if it had the 
straight lines of a high Cuban heel. 

CustomMer—I don’t know whether I quite like this 
pattern. I want cut-outs or slashes, of course; but these 
seem so small and they are right in front. I was think- 
ing of larger openings cut in the sides of the design. 
Can’t you show me something with side cut-outs? 

SALESMAN—I can show you a score of patterns with 
side cut-outs if you prefer them. But I bring you this 
because it is quite the newest idea in stock. For a nov- 
elty tie, it is unusually low cut. This fine silk lace 
passes through only three pairs of tiny eyelets set very 
close together. As a result, this tie comes but a little 
higher up on the foot than would an opera pattern. The 
question with the designer was where to put the open 
spaces in the leather ; and, in order to emphasize the low 
trim contour of the slipper, he decided to slash the throat. 

Customer—Goodness! You talk as though he were 

committing murder! 

You make a cold shiver 

pass right down my 
spine. 

SALESMAN — (Smil- 
ing.) Pardon me. Let 
me say vamp instead of 
throat, to save you from 
further shudders. 

CusToMER — Doesn’t 
this look like an awfully 
thin sole? Of course I 
don’t want a thick sole, 
but I do want something 
which will give me a 
reasonable amount of 
wear. 

SALESMAN—I do not 
wonder that you are de- 
ceived. In order to give 
the effect of lightness 
the sole of this tie has 
been beveled to a feather 
edge, which does make 
it look very thin. The 
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Mass Production vs. Selection 


HEN the industrial story of 1929 is written it 

will be known as the year of conflicting ideas, and 
perhaps the battle of the century on the subject of mass 
production versus selective consumption. The battle is 
now being fought in the stores of America. 

Each great theory of distribution carries within itself 
the seed of its own undoing. No organization was con- 
sidered in a more impregnable position than the chain 
cigar store, yet we see it this year heading for a loss, 
because women have become the purchasing agent of one 
more article—the cigarette. Where a man buys a pack- 
age of cigarettes, a woman buys an entire carton in 
the local chain grocery store. Few men think of buy- 
ing cigarettes in cartons for economy sake. The chain 
grocery stores use the carton of cigarettes as a bait and 
make a profit of only two cents, whereas no chain store, 
specializing in tobaccos could live on that small margin 
of profit. 

The stores selling goods, “nothing over one dollar” 
have practically wiped out drug store merchandise sales, 
so the chain drug store, minus cigarettes, minus table 
merchandise, must make its money at the soda foun- 
tain, for the prescription business is lost forever—for 
the old line pharmacist and druggist who stuck to first 
principles hold the complete cooperation of doctors and 
patients. 

In like manner, shoe stores that have departed from 
the very fundamental principles of the fit of feet, and 
have devoted all of their time and talent to “fitting the 
eye,” have planted the very seed of their own undoing. 
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The eye can be pleased with colors and patterns brought 
together, but to fit the foot itself and to retain the good 
taste of selection as well, is no trivial art. 

Two brothers, nationally known in merchandising, 
each with an ability to express clearly their own opinions, 
illustrate the difference today in the two theories—mass 
production vs. selective consumption. 

Perhaps the outstanding advocate of the theory that 
“mass production makes a better world,” is Edward A. 
Filene of Boston, who says, “Mass production, by re- 
ducing costs-and prices and by increasing wages, has in- 
creased the purchasing power of everyone. The in- 
crease in per capita consumption has kept pace with the 


; increase in per capita production, so that, in the long 
“run, mass production has not resulted in unemploy- 


ment.” He estimates that the base of prosperity is “the 
buying power of the mass, which has been created by 
scientific mass methods in production and distribution.” 

His brother on the other hand, A Lincoln Filene, cites 
the fallacy of a mass industrial panacea. He says, 
“Theoretically, continual lowering the cost of the product 
through introduction of labor-saving machinery should 
result in greater consumption, and hence keep employ- 
ment fairly stable over a long period. In practice, how- 
ever, lowering of cost cannot extend the market for 
any product indefinitely.” 

Mr. Filene further states, “The trend of fashion is 
constantly making certain styles obsolete, and obviously 
this acts as a powerful brake on mass production, which 
can, by its very nature, succeed only when there is a 
continuous and widening demand for the same product. 
Since women prefer individuality in their dress and fre- 
quent change of style, we have in the manufacture of 
women’s dresses the very converse of mass production— 
that is, production in many small manufacturing ‘plants, 
each of which produces a fairly wide variety of mer- 
chandise. 

“With rising means the human desire for individ- 
uality, for being in fashion, for excelling one’s neigh- 
bors in competitive expenditure, comes to the fore.” 


Into a Style Huddle 


HERE is something very logical about the holding 
of Conference meetings in the Spring and Fall. It 
dates back to the New England town meetings. Those 
early meetings were purposely made in the Spring and 
Fall, prior to planting and after the harvest—the two 
periods of greatest activity. One would almost naturally 
suppose that meeting time would be mid-Winter and mid- 
Summer—in periods of least activity. But the early 
pioneers found out that Spring and Fall had funda- 
mental values inthe stimulation of the growth and de- 
velopment of town and community. 
We note this week national gatherings of great 
significance—the national meetings of the Chamber of 
Commerce of the United States, the National Whole- 
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sale Conference and sessions in New York and Wash- 
ington of many major associations. 

The only parallel in the shoe trade is the Joint Styles 
Conference of May 7 and 8, which closely approaches 
the town meeting principle, for the industry freely 
assembles as national mental forerunner for a Fall and 
Winter season. 

The conference designates and approves colors, speci- 
fies and details shoes, and really pictures the funda- 
mentals of the bulk of production for an advance season. 
As an instrument of anticipation, therefore, it is both 
national and international in its usefulness. Every 
merchant reader will be interested in the pre-picture of 
the Joint Styles Conference in this issue, and the com- 
plete, living story of it in next. 


New Zeal for Foot Health 


REMARKABLE demonstration of the pulling 
power of the printed page is evidenced by the 
nation-wide acceptance of Foot Health Week. When 
the idea of a Foot Health Week was first developed by 
the National Association of Chiropodists, it appeared to 
be just “another week.” 

But somehow Dr. Lelyveld had picked the right week 
and the right subject, and the right hook-up. Through 
the Recorper efforts alone some 6600 stores fell in line 
with the idea of Foot Health Week, and we have taken 
a great volume of interest through the deluge of letters 
and telegrams received from many of these stores. 

Here was an idea that 
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paign for foot improvement, it proves the power of 
organized effort, as well as the use of proper publicity. 

All trade associations would do well to study, first, the 
necessity of making each member conscious of his own 
power for good, and second, the need for paying a price 
for such participation. The amount of money paid per 
chiropodist for participation in ratio to income received, 
would make any of the shoe associations blush for shame. 

The good deed chalked up in favor of this associa- 
tion this past week certainly gives them a new rating 
with our industry. 


Grade Up With Your Town 


| HEN every little town has its first-class hotel, 

where, oh, where, can we find the old, old shoe 
store which has changed not with the coming of this 
modern age? Our Field Editor revisits desert towns. 
Gone are the dirty, greasy huddle of shacks along the 
side of the road. In their place stands the first-class 
modern hotel, the center piece of the new town with new 
ideas. 

‘One city in Arizona has a country Biltmore rivalling 
New York, and four first-class city hotels. All the way 
from the Atlantic to the Pacific the auto traveler can find 
first-class hotels in bright little cities and towns, and 
what is more, the hotel has brought new life into: the 
community. Dances, parties and dinners brighten the 
social center of activities of American life. 

The wise merchant is he who finds opportunity to link 
the new institutions of his 





had in it tremendous 
merit. Its acceptance by 
merchants was positively 


town with his publicity 
matter. This merchant is 
doubly wise who senses 


startling. A nation-wide 
hook-up by radio, led off 
by the morning talk of 
Senator Copeland, made 
America foot-conscious as 
no other effort previously 
tried. 

Many merchants are 
carrying the idea along 
not for a. week, but for 
many weeks. Perhaps in- 
dustry has stumbled upon 
a vehicle of such public 
interest that it will benefit 
merchants everywhere. 

At ‘any rate, there is 
demonstration of the fact 
that there are some very 
powerful little organiza- 
tions throughout this 
country. When the entire 
membership of a relatively 
small association throws 
itself into a zealous cam- 





The ‘Reason Why 


THE HECHT COMPANY 
Washington, D. C. 


I can hardly wait until the next issue of the 
Boot and Shoe Recorder.: It is full of ideas, and 
good ones, too. I have been receiving the Boot 


and Shoe Recorder for fifteen years. It points 
the way for the fashion, in season. 


(Signed) JACK ROSENBERG, Manager 


* * * 


During the fifteen years which Mr. Rosenberg 
has read the Boot and Shoe Recorder, there 
have been many changes in the shoe industry, 
each one presenting a different problem to be 
solved—and each one anticipated far in ad- 
vance by the Boot and Shoe Recorder for the 
benefit of the alert merchant. It is this policy 
of solving problems well in advance which 
makes each week's issue well worth reading 
from cover to cover. 


Sut: ( =n 


President. 








the upgrading of his town 
and correspondingly im- 
proves his store and his 
service. ‘With modern 
merchandise in footwear 
and hosiery in demand to- 
day, no store can remain 
merely a place of cartons, 
shelves and benches. 

There is a modern de- 
mand for a smartness of 
service in keeping with the 
merchandise sold. This is 
true of shoes at all prices. 
The remarkable index of 
today is the installation of 
palace-like shoe stores, 
serving customers with 
shoes at popular prices. 
Grade up your store as 
you have your merchan- 
dise and keep pace with 
the ever growing progress 
of your town. 
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Simplicity in the window of R. H. Macy & Co., New York City 


Anyone Cian Do 


‘This 


The Earlier Forms of Art Moderne Are Gone 
and Now Comes a Trend Made to Order 
for the Small Merchant 


RT moderne has climbed off its high horse and 
has its feet firmly planted on the ground. 
Meaning by which that the earlier and more 

complicated forms, as adapted for use in shoe store 
windows, have been supplanted by simplicity and dig- 
nity. In fact so simple are many of the metropolitan 
trims that any merchant who knows the difference be- 
tween a saw and a hammer can build them over night 
in the privacy of his boudoir and not make enough 
muss to evoke more than lightsome comment from his 
better half. 

Look at the Macy window above. If you see what 
the author saw, there will be no great strain placed on 
the eye—because it boils down to a three-panel screen 
with a decorative panel in front of the center panel; a 
square platform about 6 in. high; twotilted oval 
plaques; and two vases with artificial or natural flow- 
ers. We will assume that the reader has some shoes. 

The screen and platform should be covered with the 
same material in the same color. The decorative panel 
can be built of the plainest kind of picture frame ma- 
terial and the picture can be had by buying one of the 


modern paper panels carried in stock by all good wall 
paper dealers. For the color of the frame of the deco- 
rative panel, pick a color which will harmonize well 
with the shoes and which can be duplicated in the 
vases. 

For instance, how about a pearl gray for the screen 
and platform and a deep blue for the decorative panel 
and vases? This color combination will permit of 
showing biack shoes, blue shoes, white shoes, shoes in 
the beige and gray families and even many of the high 
shades of kid so popular this year. 

There are for sale in many places wood vases which 
might prove invaluable for a trim of this kind, as then 
the color of the vases could be varied by using quick- 
drying lacquers as often as desired; and the frame of 
the decorative panel could also be changed in color to 
correspond to that of the vases. 

Of the other two photographs, only one is identified 
—that at the top being a trim recently installed by the 
Stern store, Forty-second Street, New York City. Here 
is seen the same square platform as that used in the 
Macy window on the first page. Placed at strategic 
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points on the window floor are the familiar cubes which 
came in with the first wave of the art moderne. The 
background of the window has been made zig-zag shape, 
but this is not absolutely necessary as a perfectly flat 
background would serve is well in many windows. The 
three-panel screen shown in the Stern window might well 
be considered to be the twin sister of the one in the 
Macy window. 

The circular top table on which the shoes are shown 
is held in position with what appear to be large circles 
of metal or wood. For a simpler effect, and one more 
easily achieved, try a small circular top table with any 
kind of legs which are light weight in appearance. Some 
of the modern wrought iron display 
fixtures could also be used here, as 
well as those even newer ones of 
statuary. 


VEN the author of this article, 

dumb as he is, could build the 
display stands shown in the photo- 
graph at the bottom of this page. 
Take a sheet of any of the fairly 
smooth finished compo-type board- 
ings. Cut them in three different 
sizes which maintain one with an- 
other the same ratio as those shown 
here. That’s the way to start. 

Then cut the six shelves of any 
light-weight board or compo. At- 
tach them to the larger upright 
pieces with what the author believes 
are called corner angles. These are 
very narrow flat sheets of metal— 
iron or brass—which have been bent 
at right angles and pierced with 
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holes to take screws. Ornamental brackets would serve 
the same purpose but, if too ornamental, might distract 
attention from the footwear. Small display units of 
wood or metal could be substituted for the hat displayers. 

The beauty of these backgrounds and fixtures lies in 
their simplicity and adherence to straight lines. This 
makes it easy for even an amateur to duplicate them in 
cheap and easily obtainable materials. With a little 


work, much patience and a bit of ingenuity any shoe 

merchant in a small town can be as modernistic as the 

biggest stores on Fifth Avenue or Michigan Avenue. 
Quick-drying colors present an easy and speedy method 


of injecting any color note into the window. 


Windows which are not so wide 
as the one shown at the left 
could use two or even only one 
of the fixtures shown. A very 
narrow, high window might use 
one of them as an entire back- 
ground with the top shelf close 
to the ceiling. If this suggestion 
is given any consideration, how- 
ever, be sure that the top shoe 
is not so high in the air as to 
be out of sight from the street 
level 
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When the Word Pays 


Hahn of Washington Uses Novel Advertising and M erchan- 


UMMERTIME! Magic weather! Sunshine! 
S Flowers! It-is easy to understand the feeling of 

joy which summertime inspires. More daytime 
and more playtime! The lawn and the porch are beck- 
oning. It is a period of the year when every home and 
every individual feels a desire for a change. A change 
in home surroundings; a change in clothes; a change in 
activities, which offers Hahn’s shoe stores in Washing- 
ton, D. C., the opportunity of suggesting “Vacation 
Needfuls” in their advertising and window displays. 
' By capitalizing on the vacation spirit through good 
hewspaper advertising, which lends a distinct appeal to 
the average reader, the shoe merchant cannot only pro- 
duce more: summer business and build larger sales 
volume, but he can also make good days out of dull ones 
and slam the summer slump in the nose. 
‘July and August are the natural vacation months and 
the shoe merchant who plays up the idea of vacation 
néeds through good newspaper advertising and direct 
mail contacts is naturally the one who is going to ring 
Up a pleasant tune on his cash register. 


dising Plan to Sell Vacation Shoes 


By FRED E. KUNKEL 
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Vacation needs call for sports, outdoors, motor an 


tramping trips, rest days and play days at. the: beach or 


mountain resorts, travel by automobile or in Pullmans. 
It is only natural, therefore, that the window display; 
and the advertising should effectively hook up with this 
outdoor and vacation appeal to carry its full quota of 
human interest and selling power. 

Hahn’s advertising featurés the slogan of “Where 
Fashions Make Their Debut,” and :stresses style for the 
women in their vacation days under. such captions as 
“Shoes You'll Want In Your Vacation) -Trunk,” with 
the ad inserted in the picture of a trunk, thus ‘at oncé 
creating not only an effective travel ‘tie-up :setting for 
their advertising but also arousing an ‘irresistible ‘appeal 
in the average newspaper reader, which RE buying 
desires and stimulates wants. 

Nothing ever just happens in aiiainn There is 
always a cause for every effect and a reason for every 
result. This may account for some: of the good results 
obtained from the attractive advertising used by Hahn’s 
shoe stores of 3 columns by 90 lines squeezed in with 
reading matter with large display space well illustrated. 

By putting “pep” into newspaper advertising it is 


| easy to ring the bell in a sales way by throwing out real 


live hints~to prospective buyers. Through continued 
newspaper display, tied up with good selling windows, 
it is not a difficult task to keep the summer sales shect 

[TURN TO PAGE 50, PLEASE] 
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T the Chamber of 
A Commerce building, 
Boston, 150 mem- 
bers of the New England 
Shoe and Leather Associa- 
tion held their annual meet- 
ing last Wednesday, and the 
session ranks as the out- 
standing meeting of the 
year in New England shoe 
circles. 

The news feature of the 
meeting was the report by 
Vice-President Charles H. 
Jones, on the tariff situa- 
tion. 

“The men at Washington 
who ‘farm the farmers,’ as 
the saying there is, are most 
eager for the 45 per cent 
duty on hides, because, they 
believe, the present price 
levels on hides could be 
doubled and the farmer 
placed in a position to take 
heavy profit. 

“Our New England com- 
mittee, in our Washington 
work, succeeded in persuad- 
ing several of these Repre- 
sentatives that the consumer 
will never consent to pay 
sich retail prices as this 
change would represent. 
We argued with them that 
a Steady market for hides, 
with a good demand at fair 
prices; as at. present, , nets 
the farmer more than would 
aduty on hides. 

“Because, just as soon as 
hide prices rise above 16 
cents, leather substitutes 
find a big market. . 








New England Shoe and 
Leather Officers 


President, Alfred W. Donovan, E. T. 
Wright & Co., Inc., Rockland, Mass. 


Vice-Presidents, Charles H. Jones, Com- 
monwealth Shoe & Leather Co., Boston; 
Charles Ault, Ault-Williamson Shoe Co., 
Auburn, Me., Willis R. Fisher, A. C. 
Lawrence Leather Co., Boston. 

Secretary-Treasurer, Thomas F. Ander- 
son, Boston. 

Directors, Everett Bradley, Bradley- 
Goodrich Co., Inc., Haverhill, Mass.; Henry 
B. Bryan, Jr., England, Walton Co., Boston; 
Edwin T. Cady, The Griess-Pfleger Tan- 
ning Co., Boston; Charles T. Cahill, United 
Shoe Machinery Corp., Boston; Carl F. 
Danner, American Hide and Leather Co., 
Boston; Alfred W. Donovan, E. T. Wright 
& Co., Inc., Rockland, Mass.; Herbert T. 
Drake, W. L. Douglas Shoe Co., Brock- 
ton, Mass.; Horace R. Drinkwater, Edwin 
Clapp & Son, Inc., East Weymouth, Mass.; 
William J. Fallon, W. J. Falion Leather Co., 
Boston; Harry E. Gardner, American Oak 
Leather Co., Boston; George B. Hendrick, 
The Footwear Guildi, Inc., Boston: Julius 
H. Hollander, Amalgamated Leather -Com- 
panies, Boston; Charles C. Hoyt, National 
Fabric and Finishing Company, Boston; 
Julian Ty Leonard, Leonard & Barrows, 
Inc., Boston, Paul O. MacBride,-Milford 
Shoe Co., Milford, Mass.;.J. Franklin Mc- 
Elwain;, - aks E£.. McElwain Co.,- Boston, 
Everett T. Packard, Avon Sole Company, 
Avon, Mass.; “Burt W. Rankin, Hunt- 
Rankin ‘Leather Co., Boston: H. M. Read, 
Gregory & Read Ci ompany, Lynn, Mass. ; 
Lloyd J. Thayer, Thayer-Foss Co.; Boston: 
William C. Tobin, Endicott, Johnson ‘Cor- 
poration, Boston, Mass.; Augustus - H. 
Vogel, Jr., Pfi. 


ton; James E, Wall, Wall-Streeter 


North Adams, Mass.; Arthur W Welling: 


ton, United States Leather Co:;- Baston;i 
Harold ‘S. Wonson,-W. A, ihn 
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“T he best obtainable 
opinions today in Wash- 
ington are that the farmers 
cannot possibly be given all 
they ask. President 
Hoover took an admirable 
stand against the debenture 
feature of the farm relief 
measure. 


N order to meet the 

tariff increases they 
are asking hundreds of mil- 
lions of dollars, possibly 
$1,000,000,000, would be 
added annually to the cost 
of living for Americans.” 

Prior to his remarks, 
President Alfred W. Don- 
Ovan pointed out the win- 
dow of the dining hall to 
the rising girder structure 
of the United Shoe Machin- 
ery Corporation’s new.home 
at Federal. and HigtcStreets 
as “a heavy exclaniafion 
point upon the stability of 
New England shoe manu- 
facturing and its big hopes 
for the future.” He then 
summarized New England 
activities as follows: 

“We in New England 
still produce. one-third: -of 
the’ .couhtty’s . feétwear: 
This théans that our ‘ajsptex- 


- mately “600° shoe’ fdctoriés 
‘usé about one-third -of the 


natiori’s ‘Jeathier ‘and * other 
materials that’ enter ifité the 
manufacturé of the modern 


‘shoe. . Oui ‘prestige in this 
;  fiekd-is Gn-the Trierease: 


“Ouré mani facturets- all 


[TURN TO PAGE 113, PLEASE} 
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he Group Buying Economic f 


Resident buyers have apparently made a concession to the 
group-buying idea in that many of them conduct style 
meetings at which merchandise is selected according to 
the choice of a majority of those present. 

The advantages of group buying can be briefly sum- 
marized in the following four points: 

1. Volume buying with consequent reduced prices. 

2. More scientific buying methods. 


3. Value of organization. 
4. Establishment of good-will value for the branded n&me 


which becomes a standard of quality. 

Savings realized by group-buying syndicates have not 
been in accord with the expectations of the members. 
This is brought out by the emphasis placed on the selec- 
tion advantage over the price advantage. Difficulties in 
financing are generally found in cooperative ventures, 
partly due to the normal problems of organization and 
partly due to the individualism of the business man. In 
most cases the store must pay a proportion of the oper- 
ating expenses based upon the total amount of pur- 
chases. 


N essential function of retailing is that of acting as 
purchasing agent for the public. Certain communi- 
ties have distinctive needs familiar only to local mer- 
chants. Group buying has a certain curtailment of selec- 
tion which limits its value to such dealers, and local 
needs become subordinated to group ideas. Cooperative 
buying assumes a “chain store” method. When the unit 
retailer adopts such a method he loses a certain merchan- 
dising individuality. The style individuality maintained 
by the group is frequently encroached upon by the copy- 
ing of models selected by the group. This difficulty 
cannot be directly remedied, and the dealer who forecasts 
demand the best will, of course, receive the largest re- 
turn. 

Group buying tends always to large quantity purchases 
of comparatively restricted lines. It is to the advantage 
of the central buying office to encourage all retail mem- 
bers to buy individual lines extensively, to purchase large 
units. The temptation to over-buy, and consequently to 
over-stock, is definitely encouraged by group buying. 

It can be said that this handicap might not apply to a 


staple line of merchandise. But, in the dry goods trade. 


for example, it is now true that very few lines can be 
regarded as really staple. Important variations have 
been made in such supposedly staple merchandise as 
sheets, and practically all lines have been affected by style 
and novelty elements. It should be noted that this dis- 
advantage applies primarily to the small retailer and 
does not operate ina comparable fashion for large de- 


[CONTINUED FROM PAGE 41] 








partment stores whose normal purchases in the aggre- 
gate are sufficiently large. 

Invariably the group tends to purchase in large quan- 
tities from certain sources of supply, and often in order 
to secure special concessions. It commits its members 
to large purchases of restricted lines of merchandise 
Due to basic weaknesses in organization, this may be 
unwise and have an adverse effect upon ultimate profits. 

A manufacturer may meet the same problem in group 
buying that has been met with the chain stores, namely, 
that of tying himself up with one organization only to 
have it slip away at a later date. A manufacturer may 
find himself dependent upon a buying organization, and 
then awake to the realization that his former market has 
slipped away from him. This is especially true as group 
buying tends to eliminate the road salesman. 

The legal aspects of group buying are outlined in the 
Mennen Case, in which it was decided that the choice of 
his customers rests entirely with the manufacturer and 
that he may for no stated reason refuse to sell his mer- 
chandise at wholesale prices to any customer. On the 
other hand, it appears to be illegal for a group of manu- 
facturers to enter into an agreement, whether expressed 
or implied, not to sell their merchandise to any particu- 
lar retailer or group of retailers. In other words, a 
single manufacturer may select his customers according 
to his own definition of what is or is not a wholesaler; 
but manufactureres may not combine to sell their mer- 
chandise to any selective class, excluding all others. 





When the World Plays 


[CONTINUED FROM PAGE 48] 


lusty by hooking up with the vacation spirit, a time 
when the average customer doesn’t always pinch the 
purse strings and when preparation for the big event 
makes them spend more freely. 

“None of our advertising is planned with direct sales 
returns the next day as the chief consideration,” says 
Harry W. Hahn. “The chief function of advertising. 
we feel, is to keep the people constantly informed that 
this is the store to get whatever they want whenever they 
want it, and our vacation advertising is placed with 
timeliness chiefly in mind. Advertising of this kind has 
its value but you can never place your finger upon (rect 
results.” 
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S a fore-runner of the 
Joint Styles Conference 

of May 7 and 8, we publish 
this section as a guide to the 
study of two of the four essen- 
tial dimensions in footwear— 
lasts, pattern, color and time— 
the greatest of these being 
time, for to create the right 
shoe, on the right last, in the 
right pattern, in the right 


color, at the right time, neces- 


sitates anticipation in mind, 
in materials and in methods of 
merchandising. 


time 
1 the 
event 
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On display at 
Booth 35 


Tanners Council 
of America 
Leather Exhibit 
Hotel Astor 
Ballroom 
New York 
May 7 and 8 
sdauororvoeosrsusuvenntaseenvnarnaovnezscnnncvangza anni tittt: 


Color 2—Chocolate Brown 
Color 222—Prado Brown 
Color 20—Golden Brown 
Color 368—Beechwood 
Color 269—Marron Glace 
Color 41—Nautical Blue 
Color 34—Chianti Red 
Color 180—Autumn Green 
Color 4—Blugray 

Color 190—Antique Purple 


DIMOND KID CO., Inc. 


161 SOUTH ST. 
BOSTON, MASS. 





Our past record 
for interpreting 
each new sea- 
son’s prescribed 
shades is the best 
of reasons why 
you should soon 
send for our Fall 
Color Sample 
Book. 


fami9 
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FOR FALL 


we have ready 


Beechwood Color No. 108 
Sierra Brown ee 
Prado Brown i 
Spanish Brown “ “ 21 


Bottle Green ae 4 
(Autumn Green) 


Burgundy Color No. 96 
(Chianti Red) 


Midnight Blue Color No. 19 
(Nautical Blue) 


Black Mat 
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ave fine as Jevors hites. 


In colors—as in white—a quarter tone off means 
discord. Fashion now dictates perfect blending or 
exact matching of kid with suede, or with reptilian 
leather. 


As tanners of Levor Grain Kid and Levor Buck 
(Suede Cabretta) we offer a unique service to the 
trade . . . the true, authentic colorings in both 
finishes of leathers . . . at prices that imme- 
diately win attention from those who carefully 
guard economy in production. 


Clippings of our leathers 


sent upon request 


GRENOR Igvor Bucs 








DO. VC. FOR 5. Sane, FIFTY YEARS 


GLOVERSVILLE, N. Y. 


New York Boston St. Louis 
Cincinnati Colambus Philadelphia 
Milwaukee San Francisco Montreal 
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ST Di Ei my Be RY Dh 
PFrFATFER CoO. 
Hl Spruce Street 


New York 


HEADOUARTERS 
FOR 


GENUINE REPTILES 


The above type 


in 
Black and White 
Beige 
and 


Cireassian Brown 


VISIT OUR DISPLAY AT THE 
HOTEL ASTOR 
\) eS Gr 
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A COLORFUL STYLE FORE=LOOK 
INTO FALL AND WINTER 


HE outstanding instrument of fashion preparation in this in- 

dustry of ours is the Joint Styles Conference. Its meeting on 

May 7 and 8 is for the purpose of approving colors and speci- 
fications of footwear for women, men and children for Fall and 
Winter, 1929-30. 

We have watched the growth and development of the Joint Styles 
Conference idea. We have seen it grow from a simple effort on the 
part of a dozen men into the greatest cooperative instrument for 
industrial progress. Its place as guide and mentor on shoe colors 
is acknowledged nationally and internationally. 

We endeavor in this issue to organize a guide board of the pre- 
liminary facts on fashion to be considered by the conference and its 
larger audience of men and women from every branch of footwear 
and allied trades in attendance in New York at the Hotel Astor. 

We carry the pre-color report to a wider group of cooperators— 
the reader subscribers of the BOOT AND SHOE RECORDER, constituting 
a sympathetic and invisible group of advisory conferees. We hope 
by this effort to prepare the merchant for a complete understanding 
of the function of the Joint Style Conference, and to make this issue 
an instrument useful in the anticipation of the volume colors to be 
selected for Fall and Winter. 

We hope that this presentation will also serve as an instrument of 
assurance to the merchant that what he buys now will be salable 
next Fall, and that it profits him most to plan his selections early, 
for the primary function of the Joint Styles Conference is to give 
him the best possible picture of what will be good in colors, patterns 
and specifications for next Fall and Winter. 

This issue, therefore, becomes the great forerunner of the final 
styles platform, scheduled for the issue of May 11. The two com- 
bined should serve to expedite the shoemaking of an entire season. 
The Joint Styles Conference realizes that the report which they cre- 
ate is subject to the approval and acceptance of that great body of 
retail shoe merchants, in whose hands rest the practical use of these 
specifications in the building of millions of dollars’ worth of women’s, 
men’s and children’s footwear for next Fall and Winter. 

The cooperating organizations are the 

National Shoe Retailers’ Association. 

National Boot & Shoe Manufacturers’ Association. 
Tanners’ Council of America. 

National Association of Shoe Wholesalers. 
National Shoe Travelers’ Association. 








BUILDING A NATIONAL STYLE 


PROGRAM 


How the Joint Styles Conference Functions Side by Side with the 
Official Fall Opening of American Leather 


N anticipated attendance 
Ae upwards of one thou- 
sand men and women, 
representing the shoe, leather 
and allied industries, will form 
a background of fashion 
opinion for the national meet- 
ing at the Hotel Astor, May 
7 and 8, organized to complete 
a platform of shoe making, selection and distribution 
for next fall and winter’s selling at retail. Each indi- 
vidual present will be seriously interested in the proper 
development of these fashion fundamentals. 
The foundation of styleful shoe making is built first 
upon the colors of its basic materials. These colors, 
spread over a diversity of leathers and materials, develop 


preparation for the Joint 

Styles Conference. The first 

step was taken in late Febru- 

ary, when a presentation of 

the colors was made to a con- 

mittee of tanners, manufac- 

turers and retailers in atten- 

dance at the Textile Color 

Card Association, and serving 

there as a coordinating bureau for advance information 
A subsequent meeting resulted in the selection of the 
names by Margaret Hayden Rorke, director. The next 
step was the weaving and dyeing of silk swatches to 
carry these fundamental colors to the tanning trade. 
Then followed the action and reaction of the tanning 
trades to the practical problem of translating these colors 
into all leathers. So much oi 


a balanced selection, econom- 
ically sound in its application 
and operation next fall and 
winter. No season promises 
more, for there are sound rea- 
sons for the public’s accep 
tance of these colors through 
the fall and winter season. 
The contrary can often be 
said of the selections made for 
spring and summer use, for 
then the variables, produced 
by the whim of fashion, in- 
crease the demand for novel- 
ties, out of proportion to the 
strict standards of selection 
employed by the Joint Styles 
Conference. 
A long process of approval 
of shoe colors has 
come to be the 
rule in 








Official Conference Program 


Greetings—Gordon McNeil, chairman of 
the N. S. R. A. styles committee. 

Halcyon Days—A. H. Geuting, president 
of the National Shoe Retailers’ Association. 

Doings of Today, Memories of Tomorrow 
—Harold Keith, president of the National 
Boot ‘and Shoe Manufacturers’ Association. 

“And. Why Not?”—Fraser M. Moffat, 
president of the Tanners’ Council of 
America. 

Parfum de Paris—Miss Margaret Case, 
Fashion Editor of Vogue. 

Color Importance in the Ensemble—Mrs. 
Winifred Ovitte, Fashion Editor, Women’s 
Wear. 

A New Era in Style Pageantry—Madame 
Hamilton Jeffries, Fashion Editor, Boor anp 
SHOE RECORDER. 

Step Lively, Please—Jesse Adler, chair- 
man men’s styles committee, National Shoe 
Retailers’ Association. 

Are You There?—Frank King, chairman, 
National Shoe Travelers’ Association, styles 
committee. 








the preliminary work has been 
now completed. 

The next step is the appro- 
val of these colors in the order 
of their use. The Joint Styles 
Conference now proceeds to 
the laborious work of specify- 
ing lasts, heights of heels, pat- 
terns in their order, and all 
of the major recommendations 
calculated to facilitate the 
more orderly building of shoes 
for the fall and winter runs. 

Too much credit cannot be 
given to the representative 
leaders within the craft who 
seriously undertake the com- 
pilation of the advance Fash- 
ion Platform. They 
are busy men, 
but come to 
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New York to answer 
the national call for 
color and style guid- 
ance, and give of 
their time and talents 
freely. 

A man, statistically 
inclined, made an es- 
timate at the last 
Color Conference. 
The combined costs 
of transportation, 
hotel and time given 
in conference were 
estimated at a mini- 
mum of fifty thou- 
sand dollars—if our 
industry had asked 
the men to report as 
experts, and receive 
expert’s pay, that 
would be the mini- 
mum cost, but it was 





Official Fall Opening of American Leathers 


GRAND BALL ROOM 
HOTEL ASTOR 


DISPLAY 


MEMBER BOOTH 


Agoos Kid Company 
S. L. Agoos Tanning Co., 
25 


nc. 
Amalgamated Leather Cos., 


American Hide & Leather 
Co. 
Barnet Leather Co., Inc. ... 30 
J. S. Barnet & Sons, Inc. .. 
Barrett & Co. 
Bayer Bros. Leather Co. ... 
Brandt Leather Co. ....... 1 
C.. 2, meow & Co. ....60 
are er 
Castle Kid Company, Inc. .. 
Corey Leather Company ... 
Dimond Kid Company .... 
John R. Evans & Co. ...... 
Robert H. Foerderer, Inc... 
Geisman, Musliner & Bright- 
man, Inc. 1 
Graton & Knight Company. . 


MAY 7-8 
9A. EB. TO BP. &. 


DISPLAY 

MEMBER BOOTH 
E. Hubschman & Sons .... 
Hunt-Rankin Leather Co... 
Keystone Leather Co. ..... 
A. C. Lawrence Leather Co. 
G. Levor & Co., Inc. ...... 1 
McNeely Company ........ 
R. Neumann & Co. ........ a 
New Castle Leather Co., Inc. 
The Ohio Leather Co 
Pfister & Vogel Leather 

Co. 2 
Quaker City Morocco Co.. 
Robertson Leather Co., Inc. 
Carl E. Schmidt & Co., Inc. 
Seton Leather Company ... 
Samuel Shapiro ........... 
Sloss-Perkins Co. ......... 
The Standard Kid Co. ..... 
Surpass Leather Co. ...... 
Thayer-Foss Company .. 
Albert Trostel & Sons Co.. 
= United States Leather 


has been organized 
to give proper artis- 
tic touch to a very 
promising _confer- 
ence session. 

The outstanding 
feature of the entire 
major conference 
will be given through 
the courtesy of B. 
Altman & Co., Fifth 
Avenue, New York. 
This great fashion 
house has taken the 
nine approved colors 
and has created 
gowns, millinery, 
jewelry and _ acces- 
sories to blend and 
contrast, and to re- 
veal to the shoe in- 
dustry at large the 
proper place of these 


Griess-Pfleger Tanning Co. 24 
freely and_ gladly 





colors in the scheme 





of fashion’s dress 





given, as “Every 
man owes some of 
his time to the upbuilding of the profession to which he 
belongs.” —Roosevelt. 

The first day’s session of the conference will be under 
the leadership of Gordon McNeil, chairman of the styles 
committee of the National Shoe Retailers’ Association. 
Experts in dress fabrics and authorities of style trend 
will assist in drafting the preliminary styles report. 

In adjoining rooms Jesse Adler, chairman of the men’s 
styles committee, and Maurice Yoskin, chairman of the 
children’s styles committee of the N. S. R. A., will co- 
ordinate style information in their fields of effort. 

The results of this day’s work will then form the basis 
for the compilation of the final styles platform for fall 
and winter. 

At the opening session on May 8, John C. McKeon, 
general chairman of the styles committee of the 
National Boot and Shoe Manufacturers’ Association, 
will present the complete pageantry of fashion in foot- 
wear, out of which will come the major fashion ideas 
for next fall and winter’s use. For several months he 

has had in preparation the setting of this 
fashion message. Under his direction 

the dramatic presentation by models, 

materials and styleful scenery 
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for next fall and 
winter. In the development of this styleful picture the 
house of B. Altman & Co. enlisted the cooperation of 
Madame Hamilton Jeffries for its dramatic presentation. 
The fashion contribution of B. Altman & Co. is a gener- 
ous effort on their part—enlisting the talents of that or- 
ganization in the portrayalof fall fashion episodes—calcu- 
lated to be of great helpfulness to an entire shoe industry. 

The official fall opening of American leathers by mem- 
bers of the Tanners’ Council of America, will take place 
on May 7 and 8 in the Grand Ball Room of the Hotel 
Astor, New York, in conjunction with the Allied Shoe 
Styles Conference. The exhibition will be open on these 
days from 9 a. m. to 10 p.m. The tanners are display- 
ing their leathers in order that the various delegates 
may see what each tanner is offering for the fall and 
winter season. 

Shoe manufacturers and retailers from all sections of 
the United States and Canada have signified their inten- 
tion of attending. 

The Tanners’ Committee, consisting of James J. 
Lyons, chairman; J. W. Griess, R. J. Mellin, 

FE. B. Earhart and F. X. Wholley, have 
prepared this national display of 
leathers. 
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°§ WHO AT THE CONFERENC 
WHO HH F FERENCE 
NATIONAL SHOE RETAILERS ASSOCIATION 
GORDON McNEIL, General Chairman 
WOMEN’S STYLES COMMITTEE 
C. ORR, Chairman, Cincinnati, Ohio i ces biiadoesigweseal Chicago, Iil. 
CARL BURGSTAHLER Vice- Chairman, Chicago, Ill. EERE Ph. SN ccc cccccevevceues San Francisco, Cal. 
- . H 
ADVISORY COMMITTEE ON WOMEN’S STYLES - 
E. C. ORR, Chairman, Cincinnati, Ohio eR Se OE 2 | New York, N. Y. H 
ee IK 6 is.0c864.0o ckeowddcssooeecuha Nashville, Tenn. Os Ma oa wc cope rsceccsere ens Toledo, Ohio A, 
Es aud o's ob 0dsiee ie bnea oeeew Los Angeles, Cal. ag wg BE 9: re Cleveland, Ohio E] 
ee i is Becks nich op ote sisinoenctodacph Spokane, Wash. og RS 0: >| Minneapolis, Minn. D: 
ty ee EE 6 vgso0bb 600.00eccuc swhews Philadelphia, Pa. oS ESS ee ere Little Rock, Ark. # 
TP 15's g'o-00.05s vev-iscs ccccccns Philadelphia, Pa. pe MRS Oo 8. sae Cincinnati, Ohio 1 
EE ie Es 5 5.5 <aavincgeevvesecces New York, N. Y. CS NS ee Des Moines, Iowa A. 
cE, 2 yay Des Moines, Iowa Se CME Ss Soc Sav ccsccsccucececces Chicago, IIl. HI 
WILLIAM KAUFMANN.............. San Francisco, Cal. EN a err en Detroit, Mich. EI 
Gao acc ce cecevacecstnebaceba Portland, Ore. Set @ A. |} ee ore Houston, Tex. HC 
ee occa aL cle dee ¥4 006 abs cb06 cieabte St. Paul, Minn. Be EE ok ds.viocds +p 00-06 000 0 hoe nes Texarkana, Ark. * 
Pe ei v'6'5 20 sc occ oresebee dada Cleveland, Ohio UR SS eee ee San Francisco, Cal. FR 
(o> Ee ree ee Los Angeles, Cal. ND oad oso sv vinscevcovtscevens Chicago, Ill. MA 
a EER: 0 Gicib og 5 dw'c-co be aneee 6 OSes e's Buffalo, N. Y. 
MEN’S STYLES COMMITTEE 
JESSE ADLER, Chairman, New York, N. Y. Pe ks eer St. Louis, Mo. 
A. E. TAYLOR, Vice-Chairman, Chicago, II. i cs wots denesecee beeueen Chicago, IIl. 
SS freemen rare Los Angeles, Cal. 
ADVISORY COMMITTEE ON MEN’S STYLES bo 
JESSE ADLER, Chairman, New York, N. Y. a re ree re Hartford, Conn. R 3 
PEE ER iceccceccccesscseccevs Washington, D. C. i i ond tecrrind onic aces <vicg Cincinnati, Ohio LO 
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WHEN SHE WEARS THE TOWN Suit oR THREE-PIECE 
ENSEMBLE—Now—AND AGAIN For FALL 


HE ensemble is most definitely in the style pic- 
ture. Basket and shadow tweeds, quiet mixtures 
such as covert and smooth finishes, also Harris 
tweeds and flecked fabrics are to be used. High pile and 
suede cloth, also plaid materials and some checks are 
sensed for Fall sportswear apparel. Smooth fabrics for 
dressy coats for afternoon wear carry the two-style collar 
which may be worn tightly around the neck or cape 
fashion. 

The “dress-maker blouses,” so called because of their 
easy neck lines, bows and scarf-like effects, in pastel and 
vivid colorings, will continue to be worn with the two- 
or three-piece suits, or as the blouse of the cape-coat suit 
Cape coats and Dolman-like sleeves are very important. 
The character of the ensemble is being much refined this 
season. The spirit of youth is expressed and a very 
feminine touch is added to an otherwise severely tailored 
silhouette, by tight pointed shoulders, and clever yokes 
fashioned with clusters of pin tucks thus forming the 
molded neckline. The Bertha scarf collar is employed in 
fashioning silk town suits. 


SHOES FOR TOWN AND THREE-PIECE ENSEMBLES 


Because shoe and dress colorings of the coming sea- 
son are more somber and less alive than those of ‘the 
Spring and Summer, and because the public has become 
accustomed to high colors and vivid combinations, the 
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The Fashion Trend for Fall and 
Winter as (Compiled by Madame 
Hamilton Jeffries, Fashion Editor 
of the Boot and Shoe ‘R ecorder 





nine colors on the color card for Fall should be looked 
at with the thought in mind that they are definitely base 
colors. These base colors form the body of the sho: 
and sharp accents of piping and inlay carry colors match- 
ing the ensemble. 

The “dress-maker blouse,” the important blouse foi 
“the jacket suit’’ has added a dressy character to thi 
otherwise severely tailored costume, It will be necessary, 
therefore, for the shoeman to study the contours of th. 
blouse and neckline and to employ sharp angles and 
slender inlays, especially on oxford types, in building th: 
correct silhouette. Because of this dressier type of cloth 
ing, the early Fall will see: 

Kid and light-weight calfskin in all shades of thi 
brown and blue families—also black mat and _ glazed 
satin kid. 

Suedes of deep brown, dark blue, green and red—in 
all-over or in combination with snake, lizard and patent 
inlays. 

All-over lizards and reptile combinations. 


Patent with broad straps and colored throat details, 
including lizard and snake. 


Trimmed oxfords, broad one-straps, broad, tailorcd 
T-straps, pump effects and high-throated step-ins. 


Day-TImME Frocks 


Printed silks are again a volume proposition either 
with or without the plain or printed coat of crepe. 
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morroccain, and other fashionable light-weight fabrics. 
[hese coats are usually in one of the base shades and 
are sometimes styled in linen, cotton, rough silks, or 
flat crepes. Vivid colorings in silk jacket suits call for 
blouses- in neutral colors such as eggshell or white. 
These blouses are styled with bows and knots, the belted 
waist being favored. Many of these combinations carry 
a tuck-in blouse, the waist line being defined by the skirt. 
This fashion gives a new length to the body line and 
brings the wrap-around skirt into the picture. Crepe 
and satin one-piece dresses are beginning to register 
and stiffer silk and taffeta are again being shown for 
day-time wear. The favored color combinations are dark 
brown with capucine (nasturtium) shades; grasshopper 
green with beige; chartreuse (yellow green) with egg- 
shell; dark purple with vanilla; shades of blue with 
shades of gray; gray and gray beige with green; beige 
with capucine; red with white; blue with white; black 
with white. 


Note: Patou has endorsed three shades of capucine— 
the first a pale beige; the second a little deeper beige; and 
the third on the order of Indian orange. Velvets are an- 
ticipated in bigger volume than heretofore in transparent and 
panned finishes. 


SHors WitH Day-TIME Frocks 


The printed silk dress, the ensemble in high colors and 
the new beiges for hats and ‘blouses bring into vogue 
highly colored shoes of brown, blue, green, red and 
purple. While it may be thought that whites will be 
affected to some extent by this, white is thought to be in 
the high-style picture and it is anticipated that July will 
see many white shoes. The trend at present shows open 
sandals, punched hole sandals and a glorified Prince of 
Wales oxford in combinations of black and color. Black 
mat kid pumps and black patent one-straps will continue 
through the Summer and Fall, both leathers being in the 
high style picture and fitting nicely into the program of 
smart clothes for the in-between season. This season’s 
daytime clothing calls for shoes of kidskin in all colors, 
lizards in high coloring such as purple, red, green and 
brown; and such other materials as linens and embroid- 
ered Moroka. In the early Fall will come pumps, 
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T-straps, broad one-straps and glorified oxfords. It is 
anticipated that suede will come into the picture with the 
early showing of velvet dresses and [all woolens. 


Sports WEAR 


The tennis dress is now featuring Soudenette in 
pastel colorings with coat of Angora flannel or printed 
material to complete the ensemble. The white one- 
piece sports frock has this year seen the necessity of an 
accent of color. Consequently piping and_ brilliant 
scarfs have been added for color effect. The crepe de 
Chine head scarf which evolves itself into an adjustable 
tennis turban is featured in daring combinations of 
color. 


For spectator sportswear there is the coat in quilted 
styling and all-over embroiderings, usually of solid color ; 
or of white featuring designs in red, green and black. 
Spectator sports ensembles are dressier than those of 
last year but employ the mannish collar. The casual en- 
semble is usually assembled with contrasts. 


Vivid straw and felt hats are smartly fashioned, being 
worn well off the face and accenting a regular line over 
the ear and across the forehead. Combinations of straw, 
felt and leather are being worn at the race tracks. 


Favored combinations in sportswear are dark brown 
with white; orange brown with beige; purple or laven- 
dar with gray; pink in tones and contrasts; dark blue 
and chartreuse ; red with white; yellow with white; and 
black with white. 


Sports SHOES 


Active sports require the flat-sole oxford. White is 
most flattering in sport shoes with the graceful lines 
which complete a tailored pattern. When used in 
moccasin types, white adds both length and width to the 
foot. Sport socks of vivid and of pastel colorings are 
very much in the style picture. 

For spectator sports are permissible combinations of 
almost any color with white, elk—or all solid tones. The 
Peel, or Prince of Wales oxford in modified type, with 
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punched holes and sharp contours in tips and quarters, 
is promised a big season; as also is the shoe of white 
with brown wing tip and quarter which was so popular 
last season. All-over red, green, purple and brown are 


being styled in T-straps, broad saddles and buckled one- 
Straps. 


For AFTERNOON WEAR 


Flat crepes, morroccaines, chiffons, satins and multi- 
prints are all important for afternoon wear. Simple, 
flowing lines with transparent jackets or capes, modi- 
fied boleros and unlined tailored jackets of silk are all 
smart for afternoon. The molded hip line and peplum 
at hip tops featured in Paris by LeLong is gradually 
creeping in; and the front line of the afternoon frock 
is dropping—various panels and irregularity of hemline 
being used to get the desired effect. All neck lines are 
unusual and irregular, with berthas or soft folds which 
permit of greater individuality on the part of the dress- 
maker designer. 


AFTERNOON SHOES 


Afternoon footwear is featuring many novelties such 
as crepe, rough silks, embroideries and imported scarfs. 
Mat kid is strongly in the picture and lustre lizard and 
snakes are important. The deeper shades of flat crepe 
in afternoon dresses and the multicolored chiffon prints 
complement the mat kid pump just as well as they do a 
fabric shoe. Snake in gray beige shades is very much 
sought by America this season and combinations in an 
afternoon type of shoe are smart and much favored. 
For really formal afternoon wear, crepes and silks are 
registering. For the early fall the picture shows kid 
pumps in combination with reptile, later to be followed 
by suedes in similar combinations. 


For EvENING WEAR 


The evening mode embraces vivid shades in capucine, 
chartreuse, vanilla, pinks, purples and blues both vivid 
and pastel. The French or ciel blues, and shades of 
red are also important. Flat crepe, chiffon, moire, lace, 
















nets, maline, soft and stiff taffeta, luxurious satins and 
velvets are heralded for the coming fall. The frock 
with the back drape is the style picture. Draped 
lines and fullness feature the front of the skirt. The 
skirt of the evening dress will be longer but irregularly 
so, making the evening shoe even more important thai 
it has been in other seasons. 






EvENING FooTWEAR 


The evening dress mode is so varied and so changeabl- 
and black creeps in so subtly that it is difficult to antici- 
pate the percentage of popularity of the various types of 
evening shoes. Oftentimes an accent of coloted jewelry 
brings an entirely different shoe into the picture, as in 
the case of the black gown featuring purple jewelry. 
Naturally the purple shoe was born with this ensemble, 
taking the place of the black shoe. It is well to take into 
consideration the new types of costume jewelry which 
are coming to the fore and the importance of these 
accents must not be underestimated by the shoe man. 
The shoe which can be dyed takes care of the volume 
evening mode but in exclusive ines the multicolored 
brocades and highly colored velvets and crepes are 
strongly in the picture. 


THE Russer FooTwEarR Mope 


Overshoes and rubber footwear are so much a part 
of our daily life that the styling of the overshoe is quite 
as important as the styling of the leather shoe. It is 
anticipated that the younger girl of flapper age will wear 
the highly colored raincoat of Argentina red, brilliant 
green, medium blue or the familiar trench coat. This 
season she will wear the overshoe to match, usually with 
a concealed fastener. The three-button fastener is also 
being shown. An oxford very much on the type of the 
broad one-strap is a new note in rubber footwear. It 
takes the place of the rubber and of the low overshoe. 
A new rubber footwear finish shows an entire lack of 
the usual highly polished surface. The suede-like finish 
will be the last word in high style for rubber footwear. 
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SHOES AND COSTUMES 
is 


COLORFUL REVIEW 


S announced on another page of this section, B. Altman & Co., 
of New York City, have consented to furnish models and 
costumes for a style presentation which will be one of the features 
of the May 8th meeting. This Altman show, to be staged under 
the supervision of Madame Hamilton Jeffries, Fashion Editor of 
the Boot aND SHOE REcorpDeER, will feature the new leather colors 
in shoes made specially for this occasion and with them, the cor- 
rect garb. For the convenience of those attending the confer- 
ence we give here another listing of the official leather colors and 
opposite each of these colors a description of the costume and shoes 
which will be worn by the models. 


Tweed ensemble with three-quarter coat, sweater blouse, red 


Beech- 


fox trim, worn with Beechwood shoe in the “Cri cri” 
wood 


pattern (One strap buckle forming saddle; short wing tip 
and back foxing). 


a Tweed ensemble of short coat, silk blouse, king fox collar 
Sierra 


Brown 


with Sierra Brown shoes in the “Serpentine” pattern (Pump 
with applique fancy tip and back foxing). 


Tweed ensemble (original Marcel Rochas), long coat and 
dress, worn with Prado Brown shoes in the “Tavis” pattern 
(Center buckle two strap saddle sport shoe). 


Prado 
Brown 


For daytime wear. The tomato red velvet afternoon 


Chocolate 
Brown 


frock, worn with Chocolate Brown shoes in the “Noemi” 
pattern (“T” strap sandal). 


For afternoon wear. Green cloth coat with fur, worn 
Autumn 


with Autumn Green shoes in the “Paloma” pattern 
Green 


(Button one strap three flare applique; oval opening in 
quarter; applique vamp band). 


Dressy ensemble—red cloth coat (Premet) with beaver 


Chianti 
Red 


collar matching canton dress, worn with Chianti Red shoes 
in the “Cleone” pattern (Seamless opera pump; spike heel). 


For dressy afternoon. Gray cloth ensemble, metal cloth tunic, 


Gray 
Blue 


snow top fox, worn with Gray Blue shoes in the “Jacobin” 
pattern (Quarter over pump; top band and vump piping). 


For afternoon wear. Purple cloth coat with fur, worn 
with Antique Purple shoes in the Valerie pattern (Buckle 
step-in; plain toe; double back foxed). 


Antique 
Purple 


Daytime ensemble of blue Kashmirlyn short coat and skirt, 


Nautical 
Blue 


gray satin blouse, gray Krimmer trim, worn with Nautical 
Blue shoes in the “Delclar” pattern (Heel strap center 
buckle; open shank sandal; applique saddle and vamp bands). 

















Taupe Fox 
i Cryftal 
Cocoa 
Suanee 












Creole 








Grotto Blue 
Serge Blue 






Acajou 
Dragon Vert 





Dark Pansy 
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Any two or three of these combine well. 


Any one, two or three of these combine well with either Dragon Vert, 
1141, or Acajou, 1400. 


Combines well with Suanee, 172. 






These combine well with one another, with Taupe Fox, 92-N, and 
with Crystal, 20. 


See above. 


See above. 
Combines well with Taupe Fox, 92-N. 


LEATHERS — HOTEL ASTOR, NEW YORK, MAY 7TH AND 8TH, 


The $c ae Cr sile 


Samples by request to Sin 1762-100 Gold treet, Shave York 


1929; UNDER AUSPICES OF TANNERS’ COUNCIL OF AMERICA. 
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SHOE COLORS 


for 


FALE and WINTER 
1929-1930 


A ' 
BOOT AND SHOE RECORDER 
PRESENTATION 





O show to industry the actual 

approved colors simultaneously 

with the proceedings of the 
Joint Styles Conference is to render 
the widest possible service in prepa- 
ration of a more orderly Fall and 
Winter season. 
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No season of the year has such oppor- 
tunity for the logical selection of its 
footwear colors, far in advance of 
actual public purchase, as the coming 
Fall and Winter. 
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Change is inevitable from the lighter 
colors to the darker registers, for the 
mood of fashion is in accord with the 
seasonal tolerance for these shades. 
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Two big principles of color-use swing 
into footwear for Fall. 


First, by contrast. Paris has discovered 
that the smartest style taste is evi- 
denced in combining two contrasting 
colors. 


The second principle is the rule of 
harmony, commonly accepted as the 
ensemble idea, but now progressing 
into the blending of different shades 
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of one color in ombre effect. 


There is no effort to produce standardization 
of any sort. These colors form the true sources 
for an advance season. They are subject to the 
interpretation of individuality—so necessary in 
the tannage of leather; in the colorful creation 
of shoe design in factories; in the selection 
according to time, place and need of the mer- 
chant ; and in the final acceptance by the public. 


Fraser M. Moffat, President of the Tanners’ 
Council of America, has said:—“When men 
in any industry get together for a common 
purpose, that action is most likely to be suc- 
cessful, and the greatest good is accomplished 
when it expresses the sentiment of the group, 
and still leaves freedom for the individual to 
dissent if he sees fit.” 






















BEECHWOOD 


A lighter tone in the warm tan pr 
range 





SIERRA BROWN 
A deep tone in the golden brown 
range, named after the high Sier- 
vas of California 
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IN. ANTICIPATION : 
of the colorful needs of a great American e 
public next Fall and Winter, the Boot and te 
Shoe Recorder undertakes to present the first 
national color card, produced by the new art T 
of printing in water-colors, in an effort to fi 
speed up the process of selection, and to im 
give to anticipation full opportunity. 

It 


CHOCOLATE BROWN 


A dark brown suggestive of French |Re- 
chocolate 


AUTUMN GREEN 


A smart, darker shade suggestive |e 
of the greens in autumn foliage 
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The merchant who visualizes these colors 
in his stock next Fall and Winter is fore- 
armed in ordering footwear that will give 
to his store progress, profit and prestige. 


Taking these colors out into the broad 
field and giving to every merchant, every- 
where, the earliest possible knowledge of 
the colors, is the next step forward. 


It should be distinctly understood by every 
merchant that the colors, as selected, are 
in the piece and that when lasted the colors 
invariably lighten. Furthermore, that the 
differences of tannage, and the infinite 
variety of skins oft times produce in one 
bundle shades different one from another. 


Every merchant can readily understand the 
variations to be expected in finished shoes. 
Our service, as The Great National Shoe 
Weekly, is to present the basic colors, for 
industry as a whole wants to know the 
fundamentals. 


The conference, as guide and mentor on 
shoe colors, acknowledges its dependence 
upon the Textile Color Card Association of 
America for the correctness of these colors 
and their nomenclature. We now carry on 
to the industry at large the work of both 
of these institutions of progress, plus our 
own efforts in recording color conclusions 
and interpretations. 


CHIANTI RED 
A rich dark wine tone 


NAUTICAL BLUE 


A virile navy tone, slightly lighter 
than Commander Blue on the 
Spring 1929 Shoe and Leather Card 


ob 


ANTIQUE PURPLE 


A dark, rich purple of mellowed 
toning 


BLUGRAY 
~@l| A very distinctive novelty gray with \ha~ 
a decided blue under tone 
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GUIDE TO COLOR SELECTION. 


The appropriate shoe and hosiery colors to har- 
monize or contrast correctly with dress colors 


Selection of these colors was made after a most careful study of the indicated trend in 
dresses, coats, ensembles and furs for day wear 


DRESS COLORS 
Dark Browns* 


Tans 


Red Brown* 


Royal Blue* 


Green Blue 


Gray Blues 


Bottle Greens** 


Red Wines* 


Grays 


Plum Purple** 


Brownish Yellows: 


viz.—Capucine to Henna 


Bright Red 


SHOE COLORS 


Chocolate Brown 
Sierra Brown 
Beiges 
Beechwood 
Sierra Brown 
Prado Brown 
Chocolate Brown 
Nautical Blue 


Beechwood 
Sierra Brown 
Chocolate Brown 


Sierra Brown 
Prado Brown 
Chocolate Brown 
Chianti Red 
Nautical Blue 
Antique Purple 


Chocolate Brown 
Prado Brown 


Beechwood 
Sierra Brown 
Blue Gray, Neutral 


Beechwood 
Sierra Brown 


Nautical Blue 
Patou Blue 
Gray 


Autumn Green 
Chocolate Brown 
Prado Brown 


Beechwood 

Sierra Brown 

Prado Brown 
Chocolate or self shades 


Blue Gra: 
Antique le 
Greens 

Chianti Red 
(Antique Purple) 
Chocolate Brown 
Beechwood 


Prado Brown 
Chocolate Brown 
Sierra Brown 


Beechwood 
Sierra Brown 
Prado Brown 


> eine Gras domants. 
%* High-style dress and coat demand. 


Watch need for blending footwear and hosiery with luxury furs for Fall Season. 


HOSIERY COLORS 


Dusty Beige. 
Light Beige. 
Beige with Tan cast. 


Light Beige with no Red cast. 
Beige with no tone of Yellow. 
Brown to match leather. 


Warm Beiges orYellow Beiges 
according to dress cast. 


Neutrals with no cast, or close 
blend with shoe color. 


Warm Tan with Reddish cast. 


Taupe, Blue Foxes, Light Tans, 
Warm Tans. 


Slate. 

Very pale Beiges. 

Flume, Brighton Shades. Blue 
Fox. Neutral Grays with warm 
Beige cast. 


Beiges. 
T 


an. 
Brown with Bronze cast. 


Beiges with Bronze cast. 
Browns, Neutral Beiges. 
Tan with Bronze cast. 


Gray or Biege Gray. 


Beige. 
Neutral. 
Warm tones. 


Brownish Yellows. 
Capucine and 
Henna shadings. 
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a 
BLACK DIAMOND 







Most Famous of All 


Among all the varieties of famous 
leathers manufactured by this com- 
pany, BLACK DIAMOND is prob- 
ably the best known. We were among 
the first to make patent leather and, 
through agents in more than fifty dif- 
ferent countries, BLACK DIAMOND 


has gone around the world as the syno- 




















t 
nym for the finest of its kind. t 
The beautiful BLACK DIAMOND a 
finish is applied over fine grain leather g 
made from the best grades of high * 
standard hides. It is ebony-black, IT 
jet brilliant, soft and mellow. It M 
makes shoes comfortable, makes them be 

m 


handsome—MAKES THEM SELL! 







ABBO Patent Leather shares BLACK. DIA- 
MOND’S supple qualities and is made in sparkling 
colors and rare gem-like finishes. The ABBO 
leathers are frequently referred to as “Jewel 
Leathers.” Their brilliance makes them particu- 
larly effective in combinations with full grain and 
suede leathers and as trim for “ensemble shoes” 
a selling point for high-style trade. 















LAWRENCE 
LEATHERS 
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Newest of All 


Now from the world-famous tanneries 
of the A. C. Lawrence Leather Com- 
pany comes the most marvelous news 
in calf leather history—MODA—a 
new aniline calfskin specially created 


“a for fine, fashionable, feather-light fe- 
dif. minine footwear. 

IND Other calfskins have been offered for 
syno- the same purpose, but MODA dwarfs 


them by comparison. Other leathers 
SND are sold for the same use, but MODA 
silinee gives a better shoe with a lesser in- 
high vestment, better cutting, better wear- 
ing, no stretching, no scuffing. 


lack, 

- MODA is an outstanding leather for 
ee better grade women’s shoes. It is 
ELL! made in four fashionable colors:— 


Sunburn Beige 
Sierra Brown ° 
Chestnut Brown 


Prado Brown 


Do not fail to see 
MODA 
the aniline super-calfskin at the 


New York Show 


LAWRENCE 
LEATHERS 
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—— 
WEILDA 












C 

For twenty-seven years WEILDA b 
Suede Calf has been a leader in the s] 
style shoe field. This supple, veivety L 
leather is produced from the youngest . 
of calfskins. Carefully selected raw ar 
material, the special processes and ex- we 
pert workmanship gained by long ex- is 
perience makes WEILDA queen of we 
the suedes, a superior leather of the mi 
cal 


finest texture for women’s fashionable 






footwear. 


NACO 


NACO was the first calfskin ever tanned especially 
to fulfill the requirements of manufacturers making 
fashionable shoes for women. In 1924 the NACO 
process was discovered—making it possible to use 
NACO Calf in the type of shoes which previously 
could be made only with more delicate leathers. 
NACO is dainty and supple as a lady’s glove. It is 
produced in all the fashionable shades, even the 
most delicate, and gives to delicate shoes the 
greater strength of calfskin. 


BEVERLY GRAIN NACO has a_ handsome 
boarded surface. It gives softness, flexibility and 
strength to shoes destined for the feet of growing 
children. 


LAWRENCE 
ae ee 
LEATHERS 
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One entire tannery at Middleville, 
N. Y., is devoted exclusively to one 
special process and one product .. . 
LAWRO Calf for the making of men’s 
shoes. This leather stands among the 
world’s finest tannages. It is a full 
grain aniline calf known as “‘the best 
worked out leather in the market”’ and 
is preferred by the makers of fine foot- 
wear, not only because this quality 
makes it economical to cut but be- 


cause LAW RO Calf Sells Shoes. 


ALANAC 


ALANAC is a superior chrome tanned side leather 
used in high grade men’s shoes. It is made from 
selected hides known as “extremes” . . . hides of 
very small size and of a quality that insures fine- 
textured leather. One has only to contrast the 
excellence of ALANAC with leathers made from 
the loose, flabby hides of larger animals to see how 
important is the selection of raw material. 
ALANAC is an international favorite among man- 
ufacturers who want the “best value” in side 
leather. 


LAWRENCE 
LEATHERS 
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iz 
SPORT ELK 
























Many a famous devotee of sport A 
treads the turf in A. C. L. SPORT a 
ELK shoes. Our Elk tannage strikes L 
, 

through the fibres of a sturdy kip, T 
gives the finished leather a glove-like th 
Wi 

softness; and retains the full strength tie 
of these fibres to make a mellow plia- sel 
ble long-wearing leather. The special CI 
om 

tannage plus a boarding process pro- hate 
duces in SPORT ELK a leather that an 
is attractive to the eye and comforta- of 
ble to the foot from the start. qua 
Itv 

CH 


NUBUCK 


NUBUCK, next to our celebrated BLACK DIA- 


MOND patent, probably enjoys the acquaintance C 
and admiration of more people throughout the ™ 
world than any other A. C. L. leather. This name ~ 
is our own registered trademark yet it has been so 84 
widely accepted as the standard that NUBUCK - 
has become a generic term in the trade and is used m 

ch 


by other tanners to refer to any suede finish side 
leather. The one and only true NUBUCK is a 
Lawrence Reliable Leather made from selected kip 
skins with a delightfully even, nappy surface. 











LAWRENCE 
LEATHERS 
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“i 
CHEVRITA 


A new product worthy of its place 
among other world-renowned names 
in the A. C. L. Hall of Famous 
Leathers . . . CHEVRITA Linings. 
They have bright, high-style lustre in 
the popular colors . . . a finish that 
withstands hard wear and perspira- 
tion . . . a fine grain that enhances the 
selling power of the shoe. 


CHEVRITA Linings cut very econ- 
omically with a clean edge. They 
have great grain and fibre strength. . 
and are sold at a price that enables 
manufacturers to cut down the cost 
of linings yet give his retailers better 
quality and better competitive prices. 
It will pay you to get acquainted with 
CHEVRITA. 


INNERSOLES 


Our flexible innersoles are a best seller. They are 
cut from flexible splits which are bark tanned pri- 
marily for innersole purposes. They do not crack 
or curl and have a soft natural color, great fibre 
strength, pliability and flexibility. 


HUB GUMMED LEATHER INSOLES are the 
champions of the world in their field. They are 
made from real leather with a gummed under-sur- 
face which the heat of the foot causes to adhere 
firmly to the insole of the shoe. They make old 
shoes feel like new. They complete the repair job. 


LAWRENCE 
LEATHERS 
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THE LAWRENCE 


CALF LEATHERS 


NACO CALF—Smooth full grain 
NACO BEVERLY GRAIN — Children’s 


shoes 
BOARDED NACO—(Hand Bags) 
WEILDA CALF—Suede 
LAWRO sapeiie d or smooth (Men's 


s 
DURO LEATHER—For golf grips 
SPINNA CALF—(Textile Spinning Rolls) 
MODA CALF—Aniline Calf for women’s 


SIDE LEATHERS 


ALANAC—Boarded or smooth 

ABBO PATENT—Shoe trimmings 

CHROME ARMY GRAIN 

BOOK LEATHERS 

BAG LEATHERS 

CASE LEATHERS 

STRAP LEATHERS 

COMBINATION SHOE LEATHER 

COMBINATION PATENT LEATHER 

BLACK DIAMOND CHROME PATENT 
Black and Colors 

NUBUCK—Suede finish 

ELK-Leather—(Work shoes) 

SPORT ELK LEATHER 

SLIPPER LEATHER 

SCOTCH GRAIN 


GLOVE AND GARMENT 


LEATHERS 
ACLOSUEDE—Chrome tannage (Gloves) 
ACLOTAN—Grain Leather (Handwear) 
ACLOSUEDE—Combination tan (Coats) 
A. C. L. Chrome Grains—Work Gloves 


Sporting Goods 
a ae Finish—Coats, Jerkins, 
ests 
ACLOGLOVE—Grain—Sporting Goods 


SHEEP LEATHERS 


GRAIN SHEEP—Colors (Shoe linings) 
RUSSET GRAINS 

CHROME WHITE GRAINS 
CHEVRITA—(High grade shoe linings) 
DULL AND GLAZED BLACKS 

BELT, BLACK, WHITE AND COLORS 
FANCY EMBOSSED SHEEP—Novelties 
HAT LEATHER—(Sweat bands) 
BEAVER Shearlings (Woolskins) 

BARK Shearlings (Woolskins) 
CAMELAIRE Shearlings (Woolskins) 
WOMSHEAR Shearlings (Woolskins) 
LAWROPELT Shearlings (Woolskins) 
MOLE SHEEP—Suede 

MOCCASIN Leather 

METER Leather—(Gas Meter Diaphragms) 
ROLLER Leather—(Textile Spinning Rolls) 
FOOTBALL LEATHER 





SIDE LEATHER SPLITS 


FLEXIBLE 
BLACK WAX 
LUGGAGE 
BELT 


CUTSTOCK 


WOMEN’S FLEXIBLE INSOLES 
HUB GUMMED LEATHER INSOLES 
FLEXIBLE TAP AND HEEL STOCK 


ASHLAND OAK SOLE 
LEATHER 
Backs, Bends, Bellies, Heads and Shoul- 
ders. Also Rough Butts, Rough Bends, 
and Double Rough Shoulders. ASH- 
LAND ‘Strips. 


Write for Samples, Prices and Information 
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Fall and winter styles call for suede shoes and 
suede bags. To the particular retailer, who 
desires the finest, this means Velvetta Suede. 
Velvetta is correctly styled, will not crock, 
and brings repeat business. 


Say Velvetta Suede when you order your fall 
line of shoes and bags. 


See our display of Velvetta Suede and Cavendish 
Russia calf at the Astor, May 7th and 8th. 





HUNT-RANKIN LEATHER CO. 


106 Beach Street, Boston 








Velvetta Suede Calf 


The original non-crocking suede leather 











BOOT AND SHOE RECORDER, May 4, 1929 

















Schmidt Calf Leathers give 

S_ Shoes that ‘something —person- 

ving gihoe courtesy of S ality, swank, or IT, which fairly 

Long Island City, N. ¥. ™ compels admiration. 

“The greatest sportswear sea- 

son in history” can still fur- 

ther stamp your store as 

headquarters for smart shoes. 


(ar! © Schmidt & (dz 


DETROIT 
Tanners of the § ehmuidt Calf Leather 
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FALL COLORS 


as seasonably interpreted 
by the Schmidt Calf Leathers 


peas 


Beechwood 
_ Woodland Brown 


Prado Brown 
Chocolate Brown 
Marron Glace 
Trotteur Tan 
Mountain Green 


Claret Red 


Independence Blue 


Accurate adherence to cor- 
rect colorings is character- 


istic of Schmidt fall . You are cordially 

finishes. * invited to attend 
our display at the 
New York City 
Style Conference, 
Hotel Astor, 
May 6, 7 and 8. 


Send for Sample Swatches 
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Visit Our Booth at The Official Opening of Fall and Winter Leathers 
HOTELASTOR, NEW YORK - MAY 7 and 8, 1929 


known as 


the safest 


SETON LEATHER COMPANY NEWARK, N. J. 
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Our New Fall Colors 
Chianti 


Solitaire—a boarded, aniline 
dyed calf leather with a kid-like Beechwood 


Sierra Brown Autumn Green 
texture and feel. A new and far- Trotteur Tan Nautical Blue 


reaching achievement in the tan- Prado Brown Antique Purple 
Chocolate Brown Blugray 


ning of fine calf leather. Spanish Brown 


BOOTH NO. 30 


Barnet Leather Co., [nc. 


192-94 South Street, Boston, Mass. 
New York Chicago St. Louis 


TANNERIES—Little Falis, N. Y., and Woburn, Mass. 


DISTRIBUTING AGENTS 
Rochester Cincinnati San Francisco 


ee 
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Color 15 MODE BEIGE 



















Color 16 BEECHWOOD 

Color 19 SIERRA BROWN 
Color 400 PRADO BROWN 
Color 128 TEAKWOOD BROWN 
Color 129 CHOCOLATE BROWN 
Color 160 AUTUMN GREEN 
Color 447 CHIANTI RED 

Color 39 NAUTICAL BLUE 
Color 9 BLUGRAY 


Color 149 ANTIQUE PURPLE 









Hotel Astor, New York, May 7 and 8, 1929 
In Attendance: J. T. McCauley, I. Fife, H. Spahn . 






Visit Our Booth, No. 13, at the Official Opening of Fall and Winter Leathers AA x 
; ¥ 
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With shoe makers and shoe merchants 
of the first rank VODE KID has estab- 
lished an ever stronger bond of con- 
fidence by the authority and perfection 
of its colors. 


Their dependence acts upon us as a con- 
stant reminder that VODE Colors must 
always be their safest and surest selec- 
tion. 








THE STANDARD KID CO. 
209 South St. Boston, Mass. 
100 Gold St., New York, N. Y. 


J and Branches 







i: Py y ; hn 
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‘Smart women will wear Lizard, 





says Saks-Firra AVENUE 





é pam Saks-Fifth Avenue shoe salon enjoys 
tremendous style prestige! With almost 





uncanny precision the buyer chooses and 






presents shoes destined to reign as leading 






favorites among the smart women of 








Manhattan. 


Saks-Fifth Avenue favors Alpina Lizard 


shoes as the reigning favorite of Fashion. 







Yet Saks is not alone in its praise. I. Miller, 






Delman, Hanan, Geller, and many others of 






New York’s foremost footwear shops, 






feature Lizard prominently — predict its in- 






creasing demand. 






If you consider each requirement of fine 






shoe leather—beauty, service and adaptabil- 









ity, Alpina Lizard meets them all. Tanned 





Two SAKS-FIFTH AVE. 


in Switzerland, by the exclusive Alpina proc- models in genuine 
ALPINA Lizard 






ess, it keeps all the fresh, sparkling 






beauty and resilience of the living skin. 










Yet it is durable, too. It does not stretch 


out of shape—does not scuff easily. 







Alpina is acknowledged to be the finest 


of all reptile leathers. Let us send you 






samples of our three outstanding Lizards; 






Calcutta, Java and Nezian, in the smartest 






of Sun-tan shades for spring and summer. 


Write today. 








F. HECHT & CO., Inc. 


(Worltd’s largest distributors of 
novelty leathers and Alpina 
senuine reptile skins) 

10 Spruce Street 
New York City 












Alpina genuine 


LIZARD 
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ONLY the leath- 
ers themselves can 
truly show the 
fidelity of our 
life - like repro- 
duction. We will 
gladly send clip- 
pings. 
@ 3 . . 
BAR eA . 
Ps te 
AA Ada os 





LIZARD 
a perfect reproduction of the E SSECX C alf 


JAVA 
Reproductions 


LIZARD 
have set a new standard of excellence— 
which makes possible for medium-priced re- 
tailing—shoes having all the distinction of gen- 
uine and costly reptilian leathers. 
Beyond absolutely faithful grain duplication 
ESSEX provides the following distinctive advan- 
tages. 
FAST COLORS — deeply penetrated and 
water resisting. 
HIGH GLOSS LACQUER—which gives the 
same glistening effect as the original skin. 
UNUSUALLY WORKABLE — eliminating 
many formerly existing factory problems and 
troubles. 
Shoes made of ESSEX CALF have a “worth 
more” look—therefore command a readier 
sale at a better asking price. We cordially 
invite you to prove it. 


ESSEX TANNING CO., INC. 


PEABODY, MASS. 


in surface embossing—pattern 
and lacquer-like lustre 











CREATIVE - CRAFTSMEN - IN - CHROME - CALFSKIN 


~- 





Exclusive proprietors for U. S. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction of original 
grain and colors. 
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== At Bootn If —— 


HOTEL ASTOR 
BALLROOM 
MAY 7-8 


We Shall Show .. . 


NEW COLORS 


FOR FALL 


RP 4 
@ a 


A iw 


These new shades— 
both for whole shoes 
and linings, will be 
shown in dainty new 
shoe models for street 
and evening wear .. . 

















SURPASS LEATHER CO. 
NORTH PHILADELPHIA, PA. 


Tanners oF Brack ANp CoLorepo Km 








a LACK KANGAROO Cororep Kip Linincs ee “a 
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ad Darker Beiges and Browns for 


The Fall style forecast is brown, and 
four shades sure of universal preference 
are these Amalgamated colors 


Color No. 168 — Bisque Royale. A 
darker Sunburn blasiie well with 
the warm tints of Autumn. 


Color No. 21—Golden Brown. A 
deeper tone, chosen wisely from the 
“middie register” in the scale of browns. 
No other color contains its amazing 
modern blend of dignity and verve. 


Color No. 375—Pecan Royale. A still 
deeper tone with a decidedly mauve 
cast. 


Color No. 76— Burnt Copper. The 
darkest brown, between ruddy tan and 
nicotine, with a sophisticated richness 
all its own. 


Visit our booth at the Oficial Opening of Fall and 


Winter 


eathers ~ Hotel Astor, New York City, 


May 7 and 8 under the auspices of the TANNERS 
COUNCIL OF AMERICA 





REQUEST 








cAmalgamated Leather Companies, Inc. 


Offices:319 Arch Street ,Philadelphia;xx.Factories, Wilmington,Del. 











Yo 
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SEECHWoop 507 NAUTICAL BLUE 
502 SIERRA BROWN 508 ANTIQUE PURPLE 
~, 503 PRADO BROWN - 509 BLUGRAY 
~ 504 CHOCOLATE BROWN = 510 JAva Satie 

505 AUTUMN G 


REEN S11 


MODE 
RED BEIGE 


51 
6 CHIANT! 2 SPANISH 


50 


See these New Numbers at Space 36 
Style Conference , Hotel Astor, 
New York Ct ty /« May Zand 8, 19209, 


BROWN 


Ameanican thoe ¢ LeatHer Company 


BOSTON new YOQK CrHricAGo JT, LOUIS CINCINNATI 


AMERICAN fine G LEATHER COMDANY, 10 


NORTMAMODTON ANDO LE CceyTen, ENGLAND, AND DAQIS FAANCE 


CALF AND Vide Upper LEATHER TaANnEenics Do.iivea & Bao, an Faancwec 
"'CaGO TON € oa Tree vacir 


1Oweiit C OAL fOR CuU@WwenVILL acenty Ff C COAST anc aient 


ERK KR KK RRR KIRK RS Xx ISK 
XXX KKK RRR KKK KOK IK RHO OR KOO 
BRAK KR KK INS wonerstetetetatatatstrereratetgnceteeoteteh 55 
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ANNOUNCES 


AUTHENTIC 
...fFOR FALL 
AND WINTER 


In keeping with the color recommendations of the Textile Color 
Card Association of the United States, Inc., Pfister & Vogel an- 






nounces a complete line of fine leathers for fall and winter foot- Visit our Booth at 
wear. Pfister & Vogel Lotus Calf .. . Colored Velours . . . and aie geaine 
Suedes are available in authentic shades. Color samples will be ewe, 
gladly sent upon request. 7-8, 1929, under 

auspices of Tan- 











PFISTER & VOGEL LEATHER CO., Milwaukee, Wisconsin - ~— 













Color Card P&V P&V P & 
Recommendation LOTUS VELOUR SUEDES 











= 




























Beechwood Beechwood Rn 
Sierra Brown Sierra Brown Sierra Brown Sierra Brown FS 
Prado Brown Prado Brown Prado Brown Prado Brown = 
Chocolate Brown Chocolate Brown Eee) ie Ee ae — 
ena) SOLS Autumn Green Autumn Green = 
Chianti Red Chianti Red Chianti Red Chianti Red = 
SN ee ee eae SO SS J Ps See Nautical Blue Nautical Blue FS 
CEG PR ee Eee Antique Purple Antique Purple 
ne. St $2 A cota Be TEE SN Mode Beige (For trimming) Winter Leaf Seite atiaWlnatiteatsebebbitssinccee 
Rocde Marrow Glace Spanish Brown = 

No. 104 

FOR MEN’S WEAR — P & V LOTUS 

Saratoga Tan Saratoga Mecca Hawthorne 
Copper Tan Hampton No. 104 Chianti Red 
Ruddy Brown 


Durham Brown 
Nicotine 








Made in Milwaukee 
Sold All Over the World 














Boston, Mass.; New York, N. Y.; 

Chicago, Ill.; Philadelphia, Pa.; 

St. Louis, Mo.; San Francisco, 

Calif.; Northampton, Eng.; Lei- 

cester, England; Frankfurt, 
Germany. 


PFISTER & VOGEL LEATHER CO. 
Milwaukee, Wis. 


Please send us 1929 color samples. 


BRANCHES; 
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Melanson selects 
Rueping’s KIN KIN 


Line 15 Goodyear Welt. Little Gents’ 
and Youths’ Biucher Oxford made 
from Kin Kin Veals No. 91 Stroller 
Tan. Low Rubber heel. With Genu- 
ine Damp Proof Soles. Flexible Welt. 
Made by J. I. Melanson & Sons Corp., 
North Adams, Massachusetts. 




































































They're always in action; always growing—these youthful feet. 
They must have shoes that make ample provision for this flexing 
and growth. Yet the shoes must not be fitted too large, as that 
would be bad for the young feet. The answer to the problem is 
Rueping's Kin Kin—the fine elk tannage that “‘gives’’ with the foot 


action and holds the true shape of the shoe. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


BOSTON MILWAUKEE CINCINNATI ROCHESTER SAN FRANCISCO 
LEATHERCO. MONTREAL ST. LOUIS NEW YORK LEICESTER, ENGLAND 
FOND DULAC, WIS.USA PARIS, FRANCE MILAN, ITALY FRANKFURT, GERMANY 
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EADED by Color 75, that true and 


tried favorite brown shade—Pea- 


















cock Colored Kid presents our version of 


the recommended Autumn colors. 


They evidence the special care we devote to 
their production—specially selected raw 
stock—-strictly aniline dyed, and made in 
their separate unit plant by a production 


corps of specialists. 


Know the new Fall colors in terms of Pea- 
cock Colored Kid.—Your sample book is 
ready. 


JOHN R. EVANS & CO. 
Camden, N. J. 


Philadelphia Boston St. Louis 
Cincinnati Rochester Milwaukee 





It’s an 






a ah we =~ 3 


pea —— wr At Gist eS Zs Loy 
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C 
PEACOCK 
COLORS 


FOR FALL 


Color No. 100 SPANISH BROWN 
79 HAVANA BROWN 
75 SORREL 
50 MOCHA BISQUE 
54 COCOA BISQUE 
58 MOUSE 
80 PECAN 
38 SUNBURN BEIGE 
25 STEEL BLUE 

DARK BLUE 
SLIPPER BLUE 
RED 


LININGS 
29 CHAMPAGNE 
27 PARCHMENT 
10 LIGHT GRAY 














FIGHiy 
DER CEST 


of the shoes sold tn the 
United States are retailed 
by subscribers to the 


BOOT ann SHOE RECORDER 


Details in proof of this 
statement will be given to 
those who request them. 


BOOT axn SHOE RECORDER 
BOSTON, MASS. 
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BOOT A. 





CISENDRATAH 


CALF LEATHERS 


5. D. EtSENDRATH TANNING Co. 


- RACINE WISCONSIN 
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THE ‘VICI LINE OF 
COSTUME-COMPARED 
COLOURS FOR FALL 
AND WINTER, 1929 
ON DISPLAY a « « 
IN SPACE NUMBER 


* 


GRAND BALLROOM 
HOTEL ASTOR, MAY 
‘SEVENTH AND EIGHTH 


*WE’RE NOT SUPERSTI- 
TIOUS. BUT WHEN THE 


LINE THAT CARRIES THE = 7 
LUCKY HORSESHOE VICI 
BRAND HAS ITS FALL KID 


Oo YS 
OPENING ON THE SEV- MADE ONLY BY 


ENTH DAY OF THE ROBT HFOERDERER INC. 


MONTH, IN BOOTH NUM- PHILADELPHIA 
BER SEVEN, IT’S HARD- 
LY FAIR. NOW, IS IT?. 


bd ROBERT H. FOERDERER, Inc. 
FRANKFORD, PHILADELPHIA 
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Give Kiddies Width and Service and Watch 
Children’s Trade Grow 


By H. H. ROWELL, who covers New England, New York 
State and New York City for The Educator Shoe Cor- 
poration of America. 

Mr. Rowell has sold Educator Shoes to children from 
the time of the inauguration of this line—a quarter 
of a century ago. 

The successful children’s shoe merchandiser pays as 
much attention to this branch of his business as he does 
to his men’s and women’s lines. 

He has found that it is very important to carry enough 
widths, as well as sizes, that the children’s feet may be 
properly fitted. 

He has found that it is not necessary to sell children’s 
shoes on the price appeal, alone. The health argument— 
that if a child would be healthy, his feet must be started 
aright in the right shoes, and in the right fitting of these 
shoes—is the best children’s shoe selling talk. 

He has found that it has paid him to give liberal pub- 
licity to his corrective types of children’s footwear—and 
that his style footwear for children must never sacrifice 
good fitting qualities to fashion. 

The war and the importance which army executives 
placed on good feet; the many boys who were rejected 
for service, because they had been improperly fitted in 
childhood, have focussed the attention of the public on 
the necessity of having their children’s feet fitted correctly, 
regardless of cost. 

A well-established, nationally advertised, children’s shoe 
line, is more than half sold when the stock arrives at the 
store, if the merchant will but “show the goods.” 

It is better to buy but two well-known lines than a half 
a dozen which you may have selected with no particular 
thought in mind, except that they are children’s shoes. 


UGH DOYLE, who sells the Doyle 

Shoe Co.’s line of young men’s 
shoes the coun over, has recently 
returned to his m office after a 
five weeks’ trip through the South, in- 
pine Florida and Texas, the West 
and Central States. He reports that 


he found business -— , but that he 
s 


booked a very satisfactory amount of 
ers. 


HOMAS P. WARD, who has been 
selling shoes in New York City 
territory for a number of years, and 
With a of friends among the retail 
shoe merchants in that csetion, recent- 
ly joined the salesforce of the Inter- 


state Shoe Co., and will devote his 
entire time to establishing agencies 
throughout Greater New York and 
New Jersey on the Prop-her Arch Cor- 
rective shoe line. Mr. Ward will make 
his headquarters at the Interstate Shoe 
Co.’s New York Studio, Room 914, 
Marbridge Building. 


OSEPH KOSAKOFSKY writes from 

Dallas, Tex., that he is again start- 
ing out on his territory with the 
Barack Shoe Co.’s St. Louis line of 
women’s novelties. Mr. Kasakofsky 
opened a retail shoe shop at Shreve- 
port, La., on March 1. 


F. O. Hoppenrath B. L. Culley 
O. HOPPENRATH, shown at 
* the left, one of the “top-notcher” 
shoe travelers for the Chapline-Mayer 
Shoe Co., reports a good reception on 
his new line of Arch Saver shoes and 
says that he is anticipating the biggest 
volume of sales in his career during 
1929. Hoppy covers Colorado, Arizona, 
and New Mexico and makes his head- 
quarters at the Wynne Hotel, Denver. 
B. L. Gulley, shown at the right, covers 
the Great Northwest for the Chapline- 
Mayer Shoe Co. Like Brother Hoppy, 
B. L. is a firm believer in the splendid 
business opportunities in the section 
he covers. He travels Washington, 
Oregon and Idaho and has a sample 
room in the Terminal Sales Building, 
Seattle. 


The American public always 
wants something better than it asks 
for—Edward W. Bok. 


EROLD- 

BERTSCH 

SHOE CO., Grand 

Rapids, Mich., 

makers of the 

“Torson” shoe for 

men, is now repre- 

sented in Chicago 

and adjoining ter- 

ritory by Herman 

Rosenband, who 

prior to his pres- 

ent connection, 

covered the same 

Herman Rosenband territory for seven 
years in the inter- 

ests of the Huntington Shoe & Leather 
Co. of Huntington, Ind. Mr. Rosen- 
band’s wide acquaintance and close co- 
operation with his retail shoe merchant 
friends have won for him an enviable 
position in the shoe traveling fraternity. 
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HEYWOOoD’s 


BRAEBURN 
A REAL GOLF OXFORD 
IN STOCK 


FOR IMMEDIATE DELIVERY 





No. 82 Boarded Tan calf, ring grip 
rubber sole. $6.10 
A 74-12, B 7-12, CD 5-12, E 6-12 


No. 88 Boarded Tan calf, leather sole 
and heel with spikes. $6.35 
A 7¥-12, B 7-12, CD 6-12 


Heywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS Fine SHOES 
Worcester,Mass.VSA. 




















01 G. M. Calf 
002 Tan Calf 


922 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 
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IMMIE GOR- 

MAN, who for- 

merly represented 

the Rice & Hutch- 

ins Co., now rep- 

resents the Curtis- 

Stephens - Embry 

Co. of Reading, 

Pa., makers of 

misses’ and chil- 

dren’s — Mr. 

Gorman is ex- 

pert on children’s 

shoe making and 

merchandising, and 

is one of the mod- 

ern-method, high-grade salesmen who 

acts as merchandising counsel to his 

many friend-customers. Jimmie’s terri- 

tory includes the department store 

trade from Pittsburgh to Chicago. He 

has already covered a large portion of 

this section with his new line and re- 

ports a splendid reception. He is spe- 

cializing on the welt end of the Curtis- 

Stephens-Embry Co.’s business which 

is operated under the 1 name of “Little 
Sergeant” shoes. 


fh, YEeett LALLY is now selling for 
Mitchell, Welch Co. of Lynn, travel- 
ing on the b city circuit as far as 
Kansas City. He formerly represented 
Joseph Caunt Co., and other concerns. 
Returning from a trip the other day, 
he related that many a, Woe of black 
kid are wanted in the West; also com- 
binations of snakes and kids in blue, 
green and red. White kid shoes are 
also selling. 


PETER L. VENTREE, who has rep- 
resented Stone-Tarlow Co., Inc., of 
Brockton, in the South, where he has 
a large following, recently made con- 
nections with D. Armstrong & Co., of 
Rochester, and is now covering all of 
Dixie, his old stamping ground, for his 
new house. 


JOHN E. JENKS, who represents’ the 
Geo. Strong Co. of East Weymouth, 
Mass., on the Pacific made a 

hurried trip to the factory recently to 
get his new line of samples. Among 
the calls which he made on old friends 


in Boston was one on Secretary Delany 
at N. S. T. A. headquarters in the 
Statler Building. 


FREDERICK WALLACE, 27 years 
old, who represented the Wm. P. 
Lowell, Inc., 0 Fats ne age Mass., 
for Peng time, and before that the 
Husk Co. of Newburyport, 
died © on ye April 21, from mon- 
oxide gas poisoning. Mr. ‘Wallace left 
his house at 11 a.m. to make repairs on 
car, which was located in his 
garage. At home, wa when he did not 
return home, Mrs. Wallace commenced 
to search for him. She went to the 
garage, opened the door, which the 
wind had evidently closed, and found 
her husband dead in the car, with the 
engine running. Mr. Wallace was one 
of the best known and liked men travel- 
Ss out of the East. He had a host of 
ends in the trade. A large delega- 
tion and a large limousine, filled with 
ae tributes, accompanied the body 
to his old home in North Abington, 
Mass.; he had lived in Newburyport 
for the past four years. He leaves a 
e. 


Mass., from stomach trouble. 


IMON L. SULLIVAN, salesman for 
the Good-Will Shoe Co. in New 
England yg ee died recently at his 
home, 132 Th u Street, Brockton, 
He leaves 
a wife, his beneficiary in the N. S. T. S. 
$1,000 group insurance. 


HE “high” men in the recently con- 
ducted F. M. Hoyt Shoe Co.’s sales 
contest, based on “points” covering the 
new line of work and sportsmen’s boots, 
known as “Beaver” shoes and their 
awards were, as follows: F. W. Evans, 
watch; J. H. Glidden, cowhide leather 
lined Gladstone bag and toilet set; 
Frank ore pi kin toilet set; C. 
> bg nae oO. Dabney, 
E. George, W. A. Hein, M. Oberfield 
aa B. M. Stivers, won large specially 
made genuine leather brief cases fitted 
for carrying order books; B. L. Hopper, 
Ray Anderson, Edward Krug, G. B. 
Kruger, automatic toasters; W. N. 
Mills and H. O. Warren, leather belts 
with Ew silver buckles; J. M. 
va Eckland, J. J. Leso and 
BD ttite, f fountain pen desk sets; Joe 
Nancie toilet set; Milton Ikard, cast- 
ing reel; E. J. Casser, Edward Krug, 
H. H. Crawford, E. E. George, C. Ober- 
field, Parker DuFold fountain pens, 
and C. E. Verburg, camera. 





The Drummer of the 
Nineties—The Salesman 
of Today 


By Don Marquis, well-known column- 
ist speech delivered by Carl Ortlund, 
Secretary of the Iowa Shoe Travelers’ 
and aon 4. T. A. Regional Governor. 
at closing session of the North- 
western Shoe Retailers’ Convention 
held recently at Des Moines. 
One of the gayest dogs of the 
early nineties was the drummer— 
a purveyor of stories that only ro- 
bust men could stand up under— 
political prophet and political 
power; noble eater and sentimen- 
talist—gay dog with the ladies. 
He sold everything that was sold. 
But how? The drummer as he 
was then is gone forever and has 
been replaced by the salesman. 
The salesman of today is a 
standing prophet of modern effi- 
= He sells billions of dollars 
of standardized products 
without telling a single funny 
story, or attending a single lodge 
meeting. He has been shot full 
of the psychology of business re- 
lations. He is as rapid as an air- 
plane—as far reaching as the ra- 
dio—as self contained as a tin of 
tuna fish, and he dresses and eats 
his soup as quietly and as incon- 
spicuously as the other millions of 
members of the hundreds of thou- 
sands of country clubs to which 
he belongs. 
Nowhere do the salesmen’s cus- 
pms and their friends gather 
when he comes expan- 
sively into a store and hang upon 
his words with expectancy and 
admiration, waiting for the cue to 
laugh. He has cut out the vaude- 
ville. He sells and rushes on, and 
sells again. 
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LFRED J. 
MINSHALL, 
known as Al Min- 
shall to a wide 
circle of friends in 
the trade, and who 
for the past twelve 
years has covered 
New England ter- 
ritory for the 
Ault - Williamson 
Shoe Co., recently 
joined the sales 
force of the Edu- 
cator Shoe Corpo- 
ration of America, 
and will act as assistant to H. H. 
Rowell, Educator salesman for 25 years, 
in covering Maine, New Hampshire, 
Vermont, Massachusetts, Rhode Island, 
Eastern Connecticut and Eastern New 
York State. Mr. Minshall for the last 
of his Ault-Williamson connection, 
covered Massachusetts, Connecticut and 
Rhode Island, only, but for the first 
six years of his A-W representation 
covered all of in England territory. 
Before he joined the A-W sales force, 
he handled the Stetson-Abbott Shoe 
Co.’s children’s line. He says that his 
new line is a very comprehensive one, 
and includes as one of its strong fea- 
tures, the children’s Educator shoes. 
He says that he is much enthused over 
the Educator connection and is de- 
lighted to be traveling with H. H. 
Rowell, who for a quarter of a century 
has covered Northern New England 
for this house. 


Alfred J. Minshall 


H. ROWELL of Belmont, Mass., 
¢ Educator salesman-“vet,” who 
for 25 years has covered Northern New 
England with this line, has recently 
joined the Educator Shoe Corporation 
of America, with headquarters at 225 
West Thirty-fourth Street, New York 
City, and is now covering with Alfred J. 
Minshall, New England and New York 
State, as well as New York City; Mr. 
Rowell makes his trips by automobile. 
He was with the old Educator + %4 
tion when it took the pioneer oop Ming 
building the Educator children’s line, 
and commenced the education of grown- 
ups in the proper fitting of their 
children’s feet as well as their own. 
For a quarter of a century Mr. Rowell 
has preached the doctrine of “Enough 
Widths for Children’s Shoe Depart- 
ments.” Mr. Powell is much enthused 
over the new Educator proposition, 
which has one of the oldest names in 
the country and which he says is an 
especially strong one, and in children’s 
includes not only numbers for the 
younger child, but misses’ and growing 
girls, jineluding colle oge students’ shoes. 
Mr. Rowell, with Minshall, will 
open agencies in their territory, will 
ive exclusive franchises, and both men 
eel that their line is one “with a fu- 
ture as well as one with a past.” In 
Mr. Rowell’s advertising literature is a 
copy of a letter sent to the Educator 
Shoe Corporation cf America from J. S. 
Oxford, principal of the Palmore In- 
stitute of Kobe, Japan, who asks for 
catalog and price list of Educator 
Shoes for men and children; also a 
copy of booklet, “Laying the Ghost.” 
Mr. Oxford says: “I have been a 
wearer of Educator shoes for many 
years, but when Japan put a 100 per 
cent duty on shoes, I decided to re- 
frain. Now, I am going back to Edu- 
cators regardless of customs duty.” 
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In-Stock 


**MORE THAN 
BEAUTIFUL’ 


THE SEASON’S NEWEST AND MOST 
POPULAR FANCY SHOE 
READY TO SHIP 


Mabe of imported woven 
leather strips, carefully made—will hold its shape 


and wear long and well. 
Menihan through a fortunate purchase is able 
to offer you this newest novelty, at the same time omuaen 


it makes its appearance on Metropolitan marts. Special Process—Imported Woven Leather 
These shoes are especially fitted for the colorful B-185-—White Woven Leather Strips in Vamp 
summer ensembles so popular with smart women. + ypc m_ Green * White cand tight 
They are ideal semi-sport shoes, ideal for the af- | a Light | oo 


ternoon frock. Order at once as we cannot guar- 
antee future prices. 


a Pe 
trips in Vam r; rs a 
—— of Medium Green ne Kid; Beige Kid age “OMONA” 
- Special Process—Imported Woven Leather 
e and White Kid Leather 
B-138—Blue, White and Pte Leather Strips 
of Heel = ons in Vamp with Beige Kid Quarter and Trim.$6.00 
B-139—Black and White Leather Strips » 
Vamp with White Kid Quarter and Heel.. 6.00 





Beige, te 
Leather Strips in Vamp, with, ety Beige Kid , Collars 
and Straps of Brown id; id Covered Heel 6. 























Terms Net 30 days 
Twenty-five cents additional for orders 
of less than three pairs. 




















THE MENIHAN COMPANY 
In-Stock Department 
ROCHESTER, N. Y. Majestic Hotel 


F. J. SATEK 


Chicage Office: 


New York Office: ‘ San Franeiseo Office: Les Angeles Office: ee 
846 Nertebtee Bids. Plaza Hotel iit East Sth olienden Hi: 
B. W. MOYLAN H. & KUSHINS c. E. VAN DE Part The a nite ee 


Makers of Menthan Arch-Aid Shoes Write for Agency Proposition 
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Southern Californians Hold 
Successful Local Meetings 


Plan Similar Gatherings 
During the Summer 
Months 


Los ANGELES, CAL. (UTPS)—To 
cement the bonds of friendship and 
for open and friendly discussion of 
subjects on present and future con- 
ditions in the retail shoe business, 
two meetings sponsored by the Cali- 
fornia Shoe Retailers Association 
were recently held in Southern Cali- 
fornia. The success of the meetings, 
which were held at Santa Barbara 
and Santa Ana, was demonstrated 
in the large attendance and free in- 
terchange of ideas and suggestions. 

Harry Lovey, president of the State 
association, attended both gatherings 
and spoke on the current changing con- 
ditions in the retail shoe business. He 
particularly stressed the necessity of 
small dealers studying the methods em- 
vloyed by large and successful ‘chain 
store operators with a view toward ap- 
plying their principles to the individual 

re. 


George L. Reed of Los Angeles, ad- 
visory accounting counsel of the asso- 
ciation, also spoke on the need and 
value of proper methods of store ac- 
counting. Frank A. Rittigstein, secre- 
tary-manager of the association with 
as in San Francisco, told of 
the efforts and purposes of his organi- 
zation. 

At Santa Barbara the committee in 
charge of arrangements consisted of: 
Ralph Runkle, Andrew McIntyre, Bill 
Beisel and Sidney McFarland. Fred 
Newcomb of Santa Ana, a director in 
the State association, sponsored the 
gathering in his city. 

It is anticipated that during the sum- 
mer months similar meetings will be 
held in other Southern California cities. 


Purchases Zavitz Stock 


CANTON, OHIO (UTPS)—Phil C. 
Fleischner, head of the s depart- 
ment of the Klein-Heffelman-Zollars 
Co., department store, has purchased 
the stock of the Zavitz Shoe Co., lo- 
cated on Cleveland Avenue. The Zavitz 
business was discontinued upon the 
death of Mr. Zavitz recently. The 
Stock will be removed to the Klein- 
Heffelman-Zollars store. 











They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 


H-1537 Wants women’s novelty 
pumps and straps, small sizes, 
to retail $4 and $5. 
Wants light colored full 
fashioned hosiery with black 
heels, pointed, single and 
double, also square heels. 
H-1539 Wants women’s silver satin 
umps to retail $6. 
H-1540 Wants baseball shoes to re- 
tail $2 to “$2.50. 
H-1541 Wants women’s shoes to re- 
tail around $5. 
H-1542 Wants women’s gray kids, 
pevelty patterns, full 
seeee eels, costing $2 to 
Wants snappy line of young 
men's shoes to retail $7 to 


$ " 

Wants men’s black calf ox- 
fords from _ stock, Munson 
last, to retail $6 and $7. 


H-1538 


H-1543 


H-1544 


Interested parties may have 
names on request to Information 
Dept., Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 











To Test Chain Contract 
Under Ohio Laws 


CoLumsBus, OHIO (UTPS)—A case 
that involves the right of chain stores 
to hold their employees under what has 
been considered to be a standard con- 
tract of employment with many chains, 
forbidding them to become identified 
with a similar enterprise within a 
radius of 25 miles and within two years 
from the time of leaving their employ 
is to be tested in the Ohio Supreme 
Court. The case comes up from Lima, 
Ohio, where John H. Tohle, who was the 
manager of the Moskin Bros. clothing 
store, severed his connections and 
organized a clothing store in the same 
city. Tohle was under a contract as 
specified above, and Moskin Bros. sued 
for an injunction which was refused 
by the Court of Common Pleas, but al- 
lowed by the Circuit Court upon appeal. 
Now Tohle seeks to have the Supreme 
Court pass on the question. Mean- 
while Tohle is under the injunction 
which ‘prevents him from conducting 
his business. 

Chain store operators of shoe stores 
have been using the same sort of con- 
tract to a certain extent. 





Retail Stores Selling 
Wide Variety of Styles 


CINCINNATI, OHI0O—The retail shoe 
business is unusually good, with a 
sprinkling of everything moving. Dif- 
ferent shops report different styles and 
materials as leaders, the majority 
agreeing that sales at this time depend 
more on style than price. 

Blue is slated as one of the best sell- 
ers, and merchants expect it to retain 
its present status through summer. 
Some shops are showing a dozen dif- 
ferent shades, and they are all prov- 
ing popular. Black patent and black 
kid are not quite as strong as they 
were a few weeks ago, but quite a bit 
of each is moving. 

It is predicted by one leading mer- 
chant that medium tan will dominate 
the entire style field through late 
spring and summer. Beige has been 
a little weak, but is now regarded as 
a comer, and a great deal is expected 
of the beige family after the weather 
gets warmer. 

Whites got off to an early start, and 
a nice amount of business was being 
done on them by the latter part of 
April. Whites, it is being predicted, 
will be stronger this summer than for 
the past several years, with equally as 
ed 5 being expected of grays. Snake- 
skins have been unsually good all the 
spring, and merchants are ae to 
show light-colored snake through the 
summer. 

Sport footwear is figuring very 
prominently in spring sales, with black 
and white and tan and white the best 
selling combinations. White kid ties, 
trimmed with tan and all-over perfora- 
tions, are especially popular for spec- 
tator sports. 


Cooperative Advertising 
A Benefit in Louisville 


LOUISVILLE, Ky. (UTPS) — The 
Louisville Shoe Retailers Association 
have been doing institutional advertis- 
ing for the past year, and feel that it 
has substantially benefited the individ- 
ual members, though they have no ac- 
curate check of its results. 

This advertising was begun last fall 
as a tie up with the national drive on 
men’s shoes. The Association incor- 
porated the advertising of women’s 


‘shoes along with that of the men’s foot- 


wear. The idea back of this campaign 
has been to educate the public to dress 
the feet for the occasion, and that it 
has had definite results is shown by 
the number of people who come in the 
shoe stores and do buy footwear for 
special times and places. There are 
about twenty-five members of the 
Louisville Shoe Retailers Association. 








104 



















VAN RAALTE COMPANY 
295 Fifth Avenue, New York City . 
Makers of Silk Stockings, 


Glove Silk, V-R Tex, and Rayon 
Silk, and Suede Fabric Gloves © 
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Silk Stockings 


for Summer 1929! 


Not even the host of lovely styles so 
successfully evolved for Easter selling 
could exhaust Van Raalte inventiveness! 
Now, for late Spring and Summer, come 
two brand new ideas—both sure to stim- 
ulate your silk stocking business! 


First—Sun-Tan Ombrés, subtly shaded, 
from deep tones at the foot to delicate 
tones in the hem. In “round o’ the sun” 
colors—Sunrise, Sunblush, Sunset. Chif- 
fon-sheer texture, picot tops. 

No. 651 $18 the dozen 


Second —“Lengthies”, to meet the growing 
demand for loheee stockings—these are 
33” to 34” long; of sheer chiffon, with 
picot tops. 

No. 655 $18.50 the dozen 


Then, too—our truly beautiful Mesh Hose 
—already established as a favorite; one 
not to be overlooked! 

No. 715 $30 the dozen 


And—always successful—the year ‘round, 
silk-to-the-top chiffon thatyou can retail 
for $1.55—in a very wide range of colors. 


No. 637 $12.50 the dozen 












No. 651 
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the Balanced Sole 


AND WEAR 


ONSTRUCTED 


O WEAR 









A truly superior Sole must be made to meet 


four speci 


resist wear. 


fic demands. It must be tough to 
Hard to prevent spreading, 


Flexible to assure bending without cracking 


—and it 


must be made of rubber treated 


against deterioration. 


Many soles are made to adequately meet 
some of these demands but absolute effi- 
ciency is attained only by meeting them all. 
You'll find the Miller Balanced Sole is con- 
structed to give a maximum of service and 


wear. 





MILLER 


Tires, Tubes, Accessories and Repair Ma- 
terials, Drug Sundries, Bathing Wear, Shu- 
giov Foot-Gear, Rubber Balls and Toys, 


Molded Rubber Goods. 













































to year 
of out ¢ 
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Fedler Reports Bright 
Colors Selling Well 


Laenense, Ky. (UTPS)—J. C. Fed- 
ler, Jr., of the Boston Shoe store, re- 


ports that the light shades in shoes are 
now the most popular sellers, with em- 
phasis on colors—blue, oe. and par- 
ticularly the sun Bagi des. — 
leathers, snake skins beige a 

are still active sellers. The trend of 
taste is teward the one strap slipper. 
Patent leather still holds its place in 
public favor. Mr. Fedler thinks that 
there will eee be a greater de- 
mand for white shoes this season than 
for several years. 

This season men’s sport shoes have 
been specially pushed, and there seems 
to be a heavy demand for them. 

The Boston Shoe Store has recently 
added a line of Ennajettick Shoes for 
women. These fine shoes for a popular 
price are meeting with a most favor- 
able reception from the Louisville pub- 
lic. On the opening day of this new 
line fet Friday, the results were most 

atifying. 

a shoes are carried in the base- 
ment department of the Boston Shoe 
Store, where are sold their line of less 
expensive footwear. The Ennajettick 
shoes sell at around $5 and $6, and are 
fine fitting shoes, rani; in size from 
quadruple a to double e, and should 
be a boon to the women of slender 
purse and equally slender feet. 


Washington Merchants 
Plan Blossom Festival 


WASHINGTON, D. C.—A special com- 
mittee meeting of the Washington 
Chamber of Commerce is drafting ten- 
annual 
cherry blossom festival of major pro- 
portions which it is hoped wilil be or- 
ganized in time for the blossoming of 
the famous flowering trees. in Potomac 
Park next spring. 

Gen. Anton Stephan, chairman of a 
subcommittee of the retail trade group 
of the chamber, in charge of the pre- 
paration of plans, declared that there 
seems to be no reason why Washi: 
could not stage an annual pageant here 
at the time of the blossoming of the 
cherry trees, a pageant that would at- 
> thousands o , ee aes 

ashington and wo materially 
benefit the retail shoe business, and 
other business interests. 
Pape Stephan —, a examples rd 

type of pagean annual apple 
+ oe festival at b Agger ‘% the 
amous rose pageant s at Pasa- 
dena, Cal., ca the Mardi Gras at 
New Orleans, all of which have at- 
tracted national attention from year 
to year, and have drawn great throngs 
of out of town visitors. 


E. J. Gadsby Dead 


PHILADELPHIA, Pa.—E. J. Gadsby, 
Vice-president and treasurer of Jacob 
Reed’s Son, retail shoe merchants, this 
tity, died suddenly recently, while on a 
a r Baltimore, b= Se was taken 

an away ng an o 
tion. Mr. Gadsby was 65 years of age. 
His death was a great shock to his wide 
tirele of friends in the trade. 


tative _ for a proposed 





“Dress-Up” Week for 
Men 


Provipence, R. I. (UTPS) — The 
Sterling Shoe Store of this city has 
ust announced a “Dress Up” Week for 

en, in which they are featuring espe- 
cially proper footwear for every occa- 
sion. p P. Pearlman, manager, believes 
the week will prove successful because 
of a tendency already shown on the 
part of men to buy more than one pair 
of shoes for different occasions. 





Hollis Makes Boston to 
New York Air Hop 


Boston, Mass.—When the Co- 
lonial Air Transport Co. inaugu- 
rated its ——— © a. — 
passenger trip on Apri t 
the Class A Control, all-metal, 
tri-motor airplane “The Nemis- 
sa,” Leonard W. Hollis, manager 
of the Arnold Glove Grip Boot 
Shop, hopped aboard. “The Ne- 
missa’s” fourteen seats had been 
reserved several weeks in advance 
for her maiden trip, but on the 
morning of the initial flight four 
cancellations took place, and Mr. 
Hollis, who had long been secretly 
cherishing a desire to make this 
hop, took advantage of the situa- 
tion by purchasing a round-trip 
ticket, just before the bus for the 
East Boston Airport drove from 
the Hotel Statler, where the Ar- 
nold Glove Shop is located. The 
proey at the airport was cele- 

rated by the presentation of a 
huge bouquet of roses to Pilot R. 
W. Meckie. Travel time was 1% 
hours going over to New York; 
two hours coming back to ‘ 
Mr. Hollis holds a certificate of 
the flight, signed by the pilot of 
the plane, which he has been dis- 
playing in one of his store win- 
dows, and in the meantime is be- 
ing continually “held-up” with 
congratulations by his many 
friends in the trade. Incidentally, 
he sold some shoes ’twixt hops. 
He says that he enjoyed the flight 
immensely, especially the glides. 











Fire Damages Store 


LOUISVILLE, Ky. (UTPS)—A disas- 
trous fire broke out in the store of the 
Jacobs Shoe Company, 220 South 
Fourth Street, last week. One fireman 
was killed and thirteen others injured 
or overcome by smoke while fighting the 

. The loss to the company was 
estimated to be in the neighborhood of 
$65,000; $35.000 damage to stock and 
fixtures and $30.000 to the building. 
The entire first and second floors were 
gutted by the fire, and the entire front 
floor collapsed. 

Two window clerks who were dress- 
ing windows discovered the blaze. One 
of them smelt smoke and invesigated. 
finding evidence of fire near the ele- 
vator shaft, and turned in an alarm. A 
second alarm was necessary in order to 
control the fire. 

The Jacobs Shoe Companv is owned 
by John Evstein and Harry Berman. 





Essays Feature Nashville 
“Foot Health” Week 


NASHVILLE, TENN. (UTPS)—Much 
interest was manifest in the essay con- 
test conducted the past week by the 
Nashville Shoe Retailers Association, 
and a large number of essays were 
submitted to the stores sponsoring this 
feature of the Foot Health Week. The 
subject for the essay contest: “The Im- 
portance and Value of Foot Comfort.” 
All entries were iv to be in by 
6 p. m. Saturday. It is a part of the 
nation wide observance under the aus- 
pices of the National Shoe Retailers 
Association. Prizes for the best essay 
of 250 words was a stimulus. Prizes 
of from twelve stores of a pair of shoes 
was a further incentive. 

The local stores sponsoring the 
event were: Meadors, Bell’s Booteries, 
Loveman, Berger and Teitlebaum, Col- 
lege Slipper, Candler’s; Rich, Schwartz 
and Joseph; Maxwell House Shoe 
Store; Dan Cohen Shoe Co.; United 
Credit Shoe Stores; Ellis Shoe Com- 
pany. 

During the week Nashville stores 
put on display in their several places 
the various kinds of footwear worn in 
the present day and invited inspection. 
The idea is that people wear the kind 
of shoes to fit their feet and be com- 
fortable. Amiability, physical well be- 
ing, etc., being fostered by it. 


Los Angeles Merchants 
Feature “Foot Health” 


Los ANGELES, CAL.—Foot Health 
Week was given prominence by a few 
merchants here. The most publicity 
was put out by Paul A. Jesberg in his 
Walk Over stores. Through newspaper 
advertising and a five-minute radio talk 
twice a day, considerable advance pub- 
licity was gained for his stores. The 
large island show case was devoted to 
this week. It was appropriately 
trimmed with photos showing the vari- 
ous exercises, as a background, while 
24 large cards lay on the floor as a 
front border. These cards have per- 
tinent wordings, as, “Proper exercise 
will tend to strengthen the feet and 
correct minor ailments.” “Poise of the 
body is maintained by balancing on the 
three — of suspension; two on the 
ball of the foot and one on the heel.” 

In the Cantilever store a free foot 
clinic was held each morning from 9 
to 12 with an osteopathic foot special- 
ist in charge. This was also announced 
over the radio and in the newspaper 
advertising. 

Both the Ground Gripper and Man- 
uel Padilla used the material sent out 
from National headquarters. Plenty of 
foot prints, with pictures of exercises 
and types of feet, made many people 
s 


il four stores were well pleased 
with their first attempt to tie up with 
the National Week. 


Smiley a Manager 


BimMINGHAM, ALA. (UTPS)—W. L. 
Smiley has been appointed manager of 
the new Hanover store at 115 North 
Twentieth Street. This is the second 
new Hanover store in the downtown dis- 
trict of Birmingham. 
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The great European suc- 
Sit te Aeiteeeal Awarded 20 Gold medals 
pe ati led nd at the largest of the 
4 European expositions 


SHOE DREJING 
DE LUXE 





















Pradé Brown, Nautical Blue, Chianti Red,—Regardless of 
what color you favor, remember that SOLITAIRE will 


clean, brighten, preserve and waterproof all colors of Kid, 
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b 
calf, patent and reptilian leathers. 
g 
Merchandised in attractive three color containers, retailing P 
at 25 and 50 cents, SOLITAIRE is repeating its sensational - 
European success in this country. u 
w 
e * 2 
Solitaire & Furmoto Chemical Co., Inc. S 
300 Madison Ave., New York, N. Y. Factories, Brooklyn, N. Y. 
80 Boviston St. 128 North, Welle St. 50 Branford Place 1627 Locust St. 1463 Parthenais St. | 
BOSTON, CHICAGO, ILL. NEWARK, N. J. ST. LOUIS, MO. MONTREAL, CANADA St 
thi 
bri 
pu 
+ 
oce 
IN STOCK : 
* ¢ ye Ed 
Imported English Riding, the 
‘ i the 
Field and Aviator Boots Zs 
J mor 
No. 1002 three layer folded bow conceivable also 
es ber batt. minimum 
re SS selling renee = a J odhp urs and Riding li 
cen owing, cr pom eg “ee Accessories ~ 
wire merchant a bow service that is unsur- of ti 
Foard, Gage Seren Hh Gul Boots made by England’ Se 
service supreme. master craftsmen, priced to 2 
The Creations illustrated are two fast sell- interest all. bran 
ing numbers. Order a dozen now. start 
THE BOWCRAFT COMPANY The largest stock in the ve 
96 Fifth _ af creceny WS York United States enables us to Seal 
make immediate shipments on hotter 
all styles. 
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Quebec Buyer | 
Visits Boston 


Boston, Mass.—Alfred Jacques of 
Wm. Jacques & Sons, 63-years’-old re- 
tail shoe merchants of 42 Rue Fa- 
brique, Upper Town, Quebec, and RE- 
CORDER subscribers, spent a week in 
Boston recently to get merchandising 
ideas and to do a little buying, despite 
the fact that the duty on American 
shoes going into Canada is 30 per cent. 
Among the establishments at which he 
. called was The Shepard Stores, where 
he interviewed Buyer Charles Ruggles 
to see how he did it “slipperwise.” 

Mr. Jacques’ concern caters to fami- 
lies whom he has been serving since 
they were babies, and now have babies 
of their own. He operates a family 
shoe store, and says that all lines are 
moving well, although the women’s 
branch of the business is a little better 
than that of the men’s. He says that 
he stocks very few makes of shoes, but 
gives his customers a wide variety of 
patterns. He says that women’s styles 
follow very closely those of the United 
States; for instance, he sold many mid- 
night blue kid shoes last January, and 
that there has been constant and un- 
expected big demand for watersnake, 
which started with last fall. 


Stockton Firm Celebrates 
Forty-fifth Anniversary 


STOCKTON, CAL—Dunne’s Shoe 
Store, which opened for business in 
this city in April, 1884, recently cele- 
brated its forty-fifth anniversary by 
putting on a sale of footwear at attrac- 
tive prices. Shoes for men, women and 
children were marked down for the 
occasion. 

The firm was founded by the late 
Edward Dunne and, since his death, 
the business has been carried gn by 
the family, headed by Frank Dunne. 
The Dunne store is at 330-332 Main 
Street, a location which it has had for 
more than twenty years. 


Takes Over Dep’ts 


Los ANGELES, CAL.—The Emil Olco- 
vich Shoe Co. has lately acquired the 
street and basement shoe departments 
of the Holzwasser Dry Goods Co. of 
San Diego. This makes the 20th store 
added to their chain in the past year, 
G. T. Wilcock announces. Some of these 
branches have been acquired and others 
started. At present there are 33 
branches in the Olcovich chain. These 
stores cover a wide range of grades, 
with retail prices from $5 to $13.50. 
The “Stoner” group handle only the 
better grades, with the “Bond” and 
“Coty” stores operating the popular 
price class. 


Store Owner Held Up 


MINNEAPOLIS, MINN. — Jesse G. 

Samar, proprietor of the Samar Qual- 

Shoe Store, 3529 East Lake Street, 

is, Minn., is one of the recent 

victims = a —" trio which has been 

roving t % 

On Wednesday, —_ 17, or en- 

tered his store and departed with $34 
in cash and 46 pairs of silk hosiery. 





Nation Wide Meetings of Retail Salespeople 


Dealers in men’s Arch Preserver Shoes throughout the country assem- 
bled their sales people on Monday night, April 29. This meeting was 
the “preliminary” to a national sales drive on men’s Arch Preserver 


Shoes during May. 


The campaign was introduced by a full-color, 


double-spread advertisement in the May 4 issue of the “Saturday Eve- 
ning Post” and also in “Vanity Fair” for May. Dealers are looking 
forward to the biggest men’s shoe month on record. Displays show- 
ing the advertisement, together with the models of shoes that are fea- 
tured in the advertisement, will appear simultaneously in the show 
windows of men’s Arch Preserver Shoe dealers all over the country. 
In addition, there will be extensive local newspaper advertising and 
a direct mail campaign linked up with the national advertising. 








Opens Louisville Store 


LOUISVILLE, Ky. (UTPS)—The En- 
troth Shoe Company of Dayton, Ohio, 
has opened the Dorothy May Quality 
Shoe Store at 421 South Fourth Street, 
under the management of A. Streicher. 

The shop is small, but quite charm- 
ing, with a very restful atmosphere. 
The floor is carpeted in red velvet and 
the walls are os eee plaster in pastel 
shades below with harmonious tapestry 
papering above. The woodwork and 
chairs are done in a rose mauve tone 
and the chair seats are crimson velvet 
to match the carpet. The chairs are 
placed in a long row down the length 
of the store, with the stock on shelves 
opposite it. 

The store specializes in popular 
priced shoes, and particularly in arch 
support shoes for $4.95 and $3.95. 


Opens 35th Store 


Los ANGELES, CAL.—Last week 
P. Carl opened his 35th store. This 
one is in Anaheim, Cal., and is being 
managed by John Calopy. Mr. Calopy’s 
promotion as manager is in recognition 
of his good work in the Belvedere 
Garden store. This new store is one 
of the chain called Karl’s Kustom Shoes 
and is a vopular priced family shoe 
store. 





Coast Shoe Man Sees 
Big Call for Ooze 


Los ANGELES, CAL.—All indications 
point to ooze shoes being stronger than 
ever this fall, believes V. A. Metzger 
of the LaMode. “At the present mo- 
ment white and colored ooze is selling 
extremely well and the demand will 
continue until—well, who knows?” says 
this authority. Grey ooze will sell all 
summer. Fourteen numbers on this 
color alone, retailing around the $20 
mark in this store, is proof of the 
faith of the buyers’ judgment. Many 
people have an aversion to suede, but 
the selling talk here is “Ooze is not 
suede.” 

Parchment kid and ooze to match, all 
white ooze and even the brown tones 
are all showing gratifying activity. 
Ooze bags to match the shoes make a 
smart combination that the customers 
of this establishment take to quite 
readily. 


New Dayton Firm 


DayTon, OnI0 (UTPS)—The Leon 
Matusoff Co. has been chartered with a 
capital of $15,000, to deal in men’s and 
boys’ shoes and hosiery, as well as a 
line of clothing and furnishings. In- 
corporators are Leon Matusoff, Harry 
Katz and Max A. Saeks. 
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TELL ’EM—and SELL ’EM! 











The merchant’s first problem is getting the prospective customer off 
the sidewalk and into the store. 


Attractive window-messages give the You say what your window sales mes- 
store its voice, and double the sales- | sage requirements are—and we supply 










pulling value of your window trims. them. 
For June 
iow Rauty Slippers for the Bride 
Beautiful May Cards Shoes for Graduation 






Blue, green, red and yellow 


—* SHOW 60 Zo wm BAGL GIB 
WITH ORDER, 


Select any subject below by number 






Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 


















WOMEN’S GENERAL 










No. 1—We have the new blues. 
No. 2—Symbole of spring— No. 9—‘Singing Feet’’—arch-fit 
No. 3—Our A wiry ‘ of the last. 
best styles. a 
No. 4—Tune in with the spring N® 10—Come inaad go out 
mode. We will har- ‘ 
monize— No. 11—Easy on the eyes, the 
19 purse, the feet. 






No. S—Mr. ag can’t wear No. 12—Fore! comfortable feet 
out ir = 
. 6—We are Bullish on this 







. 138—Be First with the latest. 













last— 
. 7—Shoes Mark the Man. 
We aid— HOSIERY 
CHILDREN’S No. 14—Correct hosiery—a major 
No. 8—Jack and Jill need new note in ensemble har- 
shoes? mony— 











N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed Above tuuctts one of May cit 
above card texts, abbreviated here because of space require- dainty, colorful. Sure to hold the win- 
ments, which better cover their merchandising program. dow-shopper’s attention to the trim. 





























Attractive Printed Price Tickets | 

All Regular and Clearance Sal 

Hand-Lettered hina elma taal a io C2 oes, Borde: 
Price Ticket Any prices wanted 85c. to $14.00—Orange Border 








6-doz. odd lot 
assortment 

































$1.10 
12 doz.—$2.00 
69c to $17.50 24 doz—g3.50 
25c per dozen 12 each of 6 prices 35c. 
6 doz.— $1.25 12 doz.—J1.50 
24 doz.—$2.50 


12 doz.—$2.25 
24 doz.—$4.00 


Check With Order, 
Please 








1 doz. of one price 15c. 
Cash or stamp: 
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rchangeable show card monthly service, all sales messages 
seg Ae month’s cards of different designs and colors. 


1 Aca different, 


—It is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. 


10 card service $5.00 


tien = | 
100 blank price tickets 


6 card service $3.00 


2 card holders ee 
50 blank price tickets 


ow apts Select the ite 


Service You W ish— 
Then Mail Coupon 


Service 8 cards (7”x11”). 
2 Art Card Holders. 
No. 1 100 Blank Price 


Mail the Coupon 


In the panel are brief de- 
scriptions- of the several 
Services we offer. Select the 


Tickets. 
$4.00 monthly ($468.00 the year). 
Servic by cards (7”x11”). 
i 4 Art Card Holders. 
No. 1-B 100 Blank Price 


Tickets 
$5.00 monthly (360.00 the year). 








S escde 
JUNIOR Card “Tiolders,. = 


Service fram 
50 Blank Price 


Tickets 
$3.00 monthly (336.00 the year). 
Printed Price Tickets 


Olive green or =: berder with bieck 


one you wish. 
Mail the coupon today! 


12 each of any s 
per month if wan 
annual card service. 


lie et Oe 


PSS Sees SSSSSSSSESSS2SE888868828 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Il. 


Please enter our order for the Recorder “Selling 
Messages” card ae No. or one 
cards each month 


year, i 

art ‘ened | Lane, with the first month's 
beginning with cards for May, for 
per year, payable 


som 











service, 
which we will pa 
$————- per month. 
For cash in advance full year’s service, 5% 
discount. 


S we agiee to Spay 01.00 pur woneth obttdonal for en 
y per mon 

mon td gM ma service delivered.) 

We sell Men’s, Women’s, Children’s shoes, and 

hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 


Place following name on card holders 
Ask us if your town is or may be open 
Printed Price Tickets :— 

$— $—_- s- &—_ $—_ S-_ & —- $ — 


Merchants Service Dept. 
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WHERE TO BUY 
Men’s Shoes 








so STYLES IN STOCK 


@MBRSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR 


acount 


CATALOGUE 























(P) cic. nae (P) 
BROCKTON 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

















NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 


BR. W. COOK, Presidents 
Syracuse, N. Y¥., U. 5. A. 
@BR’S FINE SHOES EXCLUSIVELY 








Stacy Adams Ce. 
Manufacturers of 
MEN’S FINS 
SHOES 
Brockton, Mass. 














hoe 








Richards & Brennan Co. Randolph, Mase. 
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EVERY WEEK 








Long Season 
On White’s 
Is Expected 


Orders Call for Delivery as Late as 
August 


CINCINNATI, OHI0O—Some shoe fac- 
tories in this section are running full, 
while others are operating on a half- 
time schedule. One manufacturer made 
up fifteen or twenty new patterns for 
summer during the month of April, 
some slightly different and others al- 
together different from the samples 
that went out six or eight weeks ago. 
The majority of these are taking well 
with the trade, which goes to show 
what a diversified demand the manu- 
facturer is having to meet at this time. 

Whites constitute a large part of the 
orders coming in at present, and a 
great deal of the work going on around 
factories is on white footwear. Some 
of these orders call for delivery in May 
or June, but quite a few are for deliv- 
ery as late as August. This leads 
manufacturers to believe that this will 
not only be a good season on whites 
but a long one as well. 

The demand for blue is increasing, 
as shown by recent orders, and orders 
for black patent and black kid are 
holding up well. Many plain pumps 
of brown, tan and beige kid are being 
made and shipped, and there is a con- 
sistent demand for sandal-effect ties of 
this description. Rush orders are be- 
ing received for tan and beige water- 
snake, and manufacturers expect some 
of this to be sold all through summer. 





New McKay Plant 


LAWRENCE, Mass.—The Arlington 
Shoe Manufacturing Co., Inc., a newly 
organized concern to en in the 
manufacture of women’s McKay shoes, 
has leased the factory on Holly Street, 
this city, formerly occupied by the 
Henry ous Corp. Operations will 
be begun May 1 with 125 on the pay- 
roll. The factory consists of three 
floors and a basement. Machinery is 
now being installed under the direction 
of Richard Adams, who will be super- 
intendent of the plant. 





New Fall Colors 


DANVERS, Mass.—Creese & Cook Co. 


are b ng out their new fall colors 
on calf, fea the browns in “Tony” 
tones, and including a sunny tan, which 


has a brilliancy taken from the new 
sunlight. 





Delman Takes New 
Factory 


NEw YorK, N. Y.—An extensive fac- 
tory expansion program has been com- 
pleted by Delman, Inc., manufacturers 
and retailers of exclusive footwear. 
The consistent increased demand for 
Delman shoe creations by many of the 
country’s leading department stores has 
taxed the factory’s resources to the 
utmost. 

The factory for the past three and 
a half years has occupied the entire 
eighth floor and part of the third floor 
at 215 East 37th Street, New York, 
approximately 4000 sq. ft. The new 
factory will occupy the entire eleventh 
floor, 15,000 sq. ft., in the recently 
completed Allied Arts Building, 304- 
320 East 45th Street, New York. Addi- 
tional equipment will be installed to 
take care of increased production, and 
a limited volume of new wholesale busi- 
ness will be invited. 





Kaufman Now Heads 
Converse Rubber Co. 


MALDEN, Mass.—M. B. Kaufman is 
President of the newl organized 
Converse Rubber Co., a Massachusetts 
corporation, which a few months ago 
bought the assets of the former Con- 
verse Rubber Shoe Co. from the Con- 
verse Holding Co. The business of the 
Converse Rubber Co. is being conduc- 
ted along the same lines as that of its 
predecessor. M. L. Patterson is vice- 
———— and general sales manager; 

. R. Allen is treasurer and comptrol- 
ler; A. W. Wechsler is clerk; L. D. 
Ackerman is technical manager; E. F. 
Casey is factory manager; R. C. Kelley 
is production manager and general 
purchasing agent; L. P. Sanders is cost 
accountant. 


Leather Man Suggests 
Business Building Slogan 


PEeaBopy, Mass.—“Phil” Carr, of the 
Carr Leather Co., is against the fa- 
miliar slogan, “Black Shoes for After 
Six.” He argues that men have taken 
to it so strongly that they wear black 
shoes both ore and after six. That 
makes them one-pair of shoes per day 
men. But it looks as if there might 
soon be a change to two pairs a day, 
for tan shoes are coming along, espe- 
cially in the sport lines. Mr. Carr 
su for a revised slogan: 

“Tan shoes before six, black shoes 
after six.” : 

The thing can be done. The multi- 
tude changes its time to the daylight 
schedule. There isn’t any reason why 
it can’t be led to change its shoe 
schedule. 
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Listen in on May 12 
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01 Best s7* 
New Fork 


kr. Faby Seawaen. Beets» 
Auburn, New York. 4 
Dear Mr. Berson, 


sons = y Sadie ie ot to sing for 


this oppor- 


Sincerely yours, 








Radio as a factor in prestige making 
as well as an instrument of ——* 
is admirably used in the shoe industry 
The outstanding use of the radio is 
utilized in a publicity way by Enna 
Jettick shoes. A high spot in broad- 
casting is scheduled for Sunday night, 
April 12, when Madame Schumann- 
Heink will personally select the songs 
which she considers not only her fa- 
vorites but the most popular with the 
American people. 

F. L. Emerson, treasurer of the 
Dunn & McCarthy ‘Company, manufac- 
turers of Enna Jettick shoes, has 
added to his collection of letters from 
Kisdame people one autographed by 

adame Schumann-Heink, who is to 
be the guest artist of Enna Jettick 
Melodies on Sunday ht, May 12. 

While the Enna Jettick Melodies 
have been broadcasting for several 
months over a large hook-up of the 
National Broadcasting Company,~ Mr. 
Emerson has added several stations for 
this broadcast. It is estimated that 
the number of people listening to the 
Enna Jettick Melodies and Madame 
Schumann-Heink on this night will es- 
tablish a record. 

The Enna Jettick Radio Log, which 
wives the allocation of wave lengths, 
names of stations and their codes, as 
distributed by Enna Jettick headquar- 
ters, has recently reached the million 
book mark. 


Move Offices 


CLEVELAND, OHIO. (UTPS)—The 
Friedman Shelby Co. has moved its 
pevotsne, 0 Ohio, office and salesroom 

254 Old Arcade to 236 Old Ar- 
cade. A. C. Winkelman is manager in 
charge. The new quarters include a 

sample room with four long 
tables so considerable rack display 
Space on two sides. 


Factory Space Increased 


Lynn, Mass.—The Federal Shoe Co. 
has taken additional space in the Realty 
ESiiding at 680 Washington Street, and 

has increased its output to 45 cases a 





Boston Men May Take 
Factory in Abington 


ABINGTON, Mass.—Provided proper 
backing can be obtained among busi- 
ness men in this town, Boston shoe 
manufacturers stand ready to move 
here, take a long-term lease of the 
former L. A. Crossett factory, and be- 
gin the manufacture of shoes with a 
production of 2000 pairs a day and a 
payroll of $10,000 weekly. Representa- 
tives of the company already have con- 
ferred with officials of the town, and 
the matter has been referred to a pub- 
lic meeting. The company has prom- 
ised to begin operations soon if the 
necessary financial arrangements can 
be made. 


Some Factories Busy; 
Others at 50 Percent 


LYNN, Mass.—Things are mixed 
here, and the mixture runs to wider 
extremes than ever, for one shop is 
running to capacity on immediate busi- 
ness, while its next door neighbor is 
seeking additional orders and running 
at about half capacity. 

Heels, the new symbol of style these 
short-skirt times, -are ranging from 
9/8 to 26/8 high, and vamps are long 
or short, according to heel height, 
while shanks, or instep arches, must 
look shapely whatever the rest of the 
shoe may be like. The modelers are 
featuring body shape of the foot and 
are concentrating on the shank. 

Colors are mixed, too. Snakes are 
basking in the sun, in natural, parch- 
ments, and browns; also reds, blues, 
and greens, and one of the new win- 
ning combinations is that of colored 
snakes for vamps and colored kids for 
quarters, or vice versa. 

For contrast with the high colors, 
there is a new tide of orders, especially 
from the Middle West, on shoes of 
dull mat black kid—a leather that is 
not ordinarily reckoned on as a style 
maker; also a steady business on shoes 
of shiny patent leather and shoes of 
white kid, some white all over and some 
white with trimmings. 

Unadorned pumps are selling to those 
who desire simplicity and have the 
shapely foot to reveal the charm of 
simplicity, and from these patterns of 
plainness the designs range to the 
gaiety of ribbon ties and open shank 
and cut-out and sandal effects, which 
are complicated, though not as much 
so as in former seasons. But always 
are they easy to put on and to fit. 

So many and so varied are the styles 
that it is difficult to speak of any par- 
ticular one of them without treading 
on somebody else’s pet corns of pattern 
or color. 

New fall models, now in early devel- 
opment, reveal a strong movement 
toward the brown, in the chocolate 
tones and suede or kid. Oxfords always 
come along for fall, and it looks as if 
some of them would be heeled with 
leather. Anyway, the makers of leather 
heels claim that there is more interest 
in heels of leather, in the 15/8 class, 
than for any day since the wood heel 
deluge swept over the trade. 
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WHERE TO BUY 
Men’s Shoes 


Ae 4 or er ee 


Moises: Hp ehh D 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





Es Greatest Value 


WM. SUMNER SMITH 
$25 W. Monres, Chieage 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


request 


HIGH GRADE TURN MULES and D’ORSAYS 


—)) 
Cs) 


Men’s and 
Women’s 
a jon- 
ppers 
Fs only—Cata- 
log on request. 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 





In Stock 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Ballet Slippers 
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In Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St 
New York, N. Y. 














Brooks’ Toe Slippers 





In Stock 

a see xu. SE 
Satin... 8.15 8.10 8.06 
Coast Prices 


BROOKS SHOE MFG. CO. 
1725 No. 6th St. 


Les Angeles—1162 So. Hill St. 














WHERE TO: BUY 
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WHERE TO BUY 


Dancing Taps 


Ld i eel 











Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 


Send for catalog. 





2 


MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 
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Store Fixtures 


Sli ial ali aed 








How to Handle the Fussy, 
Critical, Cranky Customer 


[CONTINUED FROM PAGE 43] 


truth is that this bottom is a good 
substantial piece of white oak-tanned 
sole leather, quite as thick as you are 
likely to find in any turned shoe. It 
will assuredly give plenty of wear. 

CusTOMER—(Looking again care- 
fully at shoe in her hand.) Oh! This 
is a defective shoe. I couldn’t think 
of accepting this shoe. Look at this 
hole right in the heel. 

SALESMAN—Let me see. (Taking 
shoe from her hand.) Oh, yes! I see 
what you mean. You have no doubt 
noticed a hole like this in other shoes. 
Here it is in this one and this and this. 
(Holding up three or four of the other 
slippers he has been showing.) And 
here it is in the: shoe you have been 
wearing. This hole is where a tack has 
been driven in to hold the slipper in 
place on the last while it passes 
through the various stages of manu- 
facturing. Every shoe has a hole like 
this in the heel. But the fine tack 
makes such a wee opening that it re- 
quires close observation to discover it 
at all, while it is never visible when 
the shoe is on the foot. 

CustomMeR—No one ever told me 
about that before. They can’t get 
along without _—— that hole in the 
leather, eh? (Glances from one tie to 
another.) I wonder which of these ties 
will give me the better satisfaction— 
this one lacing through three eyelets 
or that other with the four pairs of 
eyelets? 

SALESMAN—The difference between 
lacing a tie three times or four times 
across the instep is so little I am sure 
both styles would be equally satisfac- 
tory in this respect. 

CusTtoMER—These slippers and ties 
you show me—I think they are all 
pretty. But which is the prettiest? 
That is the question. Do you think this 
parchment tie is as pretty as that beige 
pump with the narrow strap? 

SALESMAN—Since you regard them 
all as pretty, don’t you think it is en- 
tirely a question of your own personal 
taste and preference? It is just a mat- 
ter of choosing the one which pleases 
you the most. (Bearing in mind that 
she has kept the parchment slipper on 
her foot through much of this discus- 
sion.) For individuality of character 
and exclusiveness of style, I feel that 
I must commend the parchment tie on 
your foot. 

CusToMER—lIt’s my size, is it? 

SALESMAN—Your size, a 5% B—as 
you said, and exactly what your foot 
measures. 

Cosroem-—When can you send this 
out? 

SALESMAN—It will go out on the 
morning delivery. 

Customer—Can’t you send it out to- 
day? I want to wear it tomorrow eve- 
ning. But I’d feel much less worried 
about getting it on time if you could 
deliver it tonight. 

SALESMAN—If you’d like to have it 
delivered before you sleep tonight, I 
shall be glad to arrange it so. Let me 





have the name and address, please. I’!] 
have a special delivery label put on the 
package so that it is bound to reach you 
late this afternoon or in the early eve- 
ning. I'll be responsible for getting it 
to you all right. 

CUSTOMER—Let me have your name, 
if you will, please. You’ve been cour- 
teous and helpful, and I shall ask fo. 
service from you again. 

The fussy, critical, cranky custome: 
is not the extremely disagreeable type 
She is not so bad as she is painted anc 
not so difficult as some salesmen woul! 
have you believe. It is true she make; 
a great ado over matters which sales- 
men look upon as trivial; but we mus: 
not forget that she regards them as 
important. It is true that she may be 
faultfinding and given to carping criti- 
cism; but we must not forget that she 
feels she is exercising good judgment 
and careful discrimination in making 
her selections. It is often true that she 
is full of whims and crotchets, so that 
the salesman sometimes wonders why 
the authorities allow such an individual 
to continue at large; but we must re- 
member that these may simply be oddi- 
ties of attitude, disposition, or even of 
a temporary mood. It is true that she 
often uses the salesman’s time in such 
a way that he feels much of his time 
and effort are wasted. But remember 
—she is a customer of the store. Her 
will is law. She must have satisfactury 
service, however much time or work 
may be involved. 

This customer’s questions. or com- 
ments about color, heel, pattern, con- 
struction, size and delivery, may seem 
picayune, when she brings so many 
small queries into the one transaction; 
though any one of them might be men- 
tioned by almost any customer without 
making the salesman feel annoyed. It 
is the cumulative effect of one trifle 
after another that arouses exasperat- 
ing emotions within him. As the sales- 
man’s inclination to become irritated 
grows stronger and stronger with the 
progress of the sale, he will only the 
more strongly realize his responsibility 
to fight that emotion, to control his 
temper, to keep calm. No contradic- 
tion of the customer, please. Contra- 
diction — quickly turn to quarreling. 
This simply can’t be done. The cus- 
tomer is a guest. The salesman will 
never let the customer think he is an- 
noyed. The more unreasonable the 
customer, the more earnestly will the 
salesman try to please her. 

It should first of all be recognized 
that, as an individual, the customer 1s 
every right in the world to build up her 
ewn standards of auality, useful: ess 
and desirability, and by them govern 
her choice of merchandise. Cer ain 
definite considerations, therefore, vill 
indicate the sort of service the s: les- 
man will try to render. 

He will give heed to everything she 
says about the merchandise. 

He will show her footwear which ap- 
proaches as closely as possible her | !<as 
of what she wants. 
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He will show a variety of styles, not 
only what she asks for, but some things 
she doesn’t ask for. He will let her get 
a idea of what the stock contains. 

e will bring out, in his talk, the im- 
portant features of each style, and will 
try to answer every question she asks, 
and furnish every possible bit of infor- 
mation about the footwear on matters 
in which she indicates any interest. 

Every whim of hers he will gratify 
politely. 

A sympathetic attitude is called for, 
because the salesman may well imagine 
himself to be the same type some day, 
if imfluenced by the same conditions. 
Courteous he must be, always; and if 
he fairly overdoes himself in being 

leasant and agreeable himself, he is 
ikely to find that his manner influences 
the customer’s manner favorably. Next 
to patience, temper and self-con- 
trol, the qualities needed in the sales- 
man are ony and self-respect, pro- 
fessional knowledge of footwear and 
foot service, assurance of his own abil- 
ity, belief in his goods, skill in present- 
ing merchandise, and a _ convincing 
manner. 

The salesman’s words and acts will 
either lose or save the customer for the 
store. As a matter of business he will 
wholeheartedly seek the good-will of 
the customer and thus serve the best in- 
terests of both his employer and him- 
self. For the efficient salesman can so 
serve the fussy, critical, cranky cus- 
tomer as to win her approval and add 
her to his retinue of personal trade. 


Old Colony Ad Club 
Holds Monthly Meeting 


BROCKTON, MAss.—The monthly so- 
cial meeting of the Old Colony Adver- 
tising Club took the form of a bowling 
evening at the Walk-Over Club here, 
April 24, with a lobster supper and an 
informal entertainment and other fea- 
tures. 

Fred M. Regnell, of the advertising 
department of the Geo. E. Keith Co., 
was crowned champion bowler of the 
club by virtue of a 336 total, and was 
presented a cup which George M. Rand, 
present holder, informed the club he 
was presenting to the organization to 
be bowled for each year. Others whose 
prowess on the alleys won them recog- 
nition were as follows: Arthur D. 
Knight, high single; W. L. Longden, 
second high total; Fred J. Ramsey, 
second high single; Charles Swanberg, 
first strike; Herbert Gardner, first 
spare; George W. R. Hill, nearest 233; 
Albert Howland, lowest total. 

Business was curtailed, but Presi- 
dent Shelton R. Houx took the time to 
name a nominating committee, includ- 
ing William T. Card, George M. Rand, 
and David E. Cox, who will bring in 
a list of offices for the election at the 
next peosting. . A committee, including 
Mr. Houx, Glenn McCrillis, and Her- 
bert Gardner, will arrange the features 
for the next meeting, which will be 
held May 28. The annual gold meet- 
ing will be conducted in June, and this 
committee -_ —, t ay ~ Ail 
Ta 3 ur D. Knig' rthur 
J. ‘aoe one Roland D. Haviland. 

msible for the 
t included Deane 


The committee 
successful bowling ni 
Thibeault, and 


E. Alexander, Dewey 
Charles Soanbore. 





New England Shoe 
Prestige Increasing 
[CONTINUED FROM PAGE 49] 


appear to have grasped the latter-day 
spirit of economy of production and of 
intensive merchandising; their methods 
of doing business are on a par with 
the best to be found in the United 
States. 

“One of the important factors in this 
condition is our annual Boston Shoe 
and Leather Fair, which has come to 
be a real stabilizing influence in our 
New England shoe industry, as well 
as a source of encouragement and in- 
spiration to all of us.” 

H. S. Wonson of the New England 
Shoe and Leather Association hide 
committee said: “Advanced hide prices 
invariably stimulate the use of substi- 
tutes.” e changed the trade axiom 
to read: “Nothing takes the place of 
leather made from sole leather hides 
at sixteen cents or less.” 

A. C. Moxley of the export tariff 
council gave a report on France, Eng- 
land and Germany, and developments 
in those country in the way of mergers 
of shoe and leather organizations. He 
was very optimistic on the increase of 
standards of living in each of these 
countries, thereby making greater po- 
tential markets for American goods. 

President M. R. Katzenberg of the 
New York Hide Exchange indicated the 
function of the buying of futures in 
hides and skins by that commodity 
exchange which opens in early June. 

Secretary-Treasurer Thomas F. An- 
derson rendered his twentieth annual 
report, showing a year of great prog- 
ress in association activities. 

Everett Bradley explained the fea- 
tures of the coming Boston style show, 
and an early meeting of the shoe styl- 
ists in New England, gathered for the 
purpose of developing New England 
style consciousness. 

Walter T. Creese, representing the 
Calf Tanners’ Association, indicated 
that industry’s necessity for a protec- 
tive tariff, and explained its policy, 
purpose and practice in presenting its 
case to Congress. He marshalled facts 
and figures, indicating the serious situ- 
ation of the American calfskin tanner 
in competition with leather produced 
by the low wage scales of Europe. 

The final speaker of the day was 
A. F. Bancroft, who spoke in behalf of 
a group of Boston shoe manufacturers. 


To Sell Colonial Patents 


Boston, MaAss.—The Colonial Tan- 
ning Co., manufacturer of patents in 
black and colors, announces that it has 
arranged with H. R. Howard & Son 
to represent the company in the Roches- 
ter district, with offices at 11 Central 
Avenue. 


To Handle Shoes 


ToLepo, OnI0 (UTPS)—The Rice- 
Teller Cloak Co. has been chartered 
with a capital of $25,000, to deal in 
men’s and women’s shoes among other 
articles of merchandise. Incorporators 
are D. Rice, Louis Teller and August 
H. Streicher. 


WHERE TO BUY 


Women’s Novelties 




















able li 
flexibility. 
BOND SHOE COMPANY 132 Duane St., New York 
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WHERE TO BUY 


Shoe Ornaments 
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MARTRI IMPORTING CO. 


Manufacturers and Importers 


CUT STEEL BEADED 
RHINESTONE 


SHOE ORNAMENTS 
245 West 34th St., New York City 
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WHERE TO BUY 
Children’s Shoes 


0 A ee Le 





T. F._ CORCORAN 
6O., INC. 
460-462 Union St— 
Lyne, Mass. 











Approved ‘by Medical Men 


recommend 

Burkley Shoe Co. LON 

1156 Ne. Main St. Ty, 
Brockton, Mass. 
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WHERE TO BUY 
Wooden Beach Shoes 





Wood Sole Bathing Sandals 
Ladies’ and Men’s 
sizes, White Canvas 
tops; colors if de- 

sired; durable 

H it~ 
able line for 

A. H. RIEMER SHOE CO. Mfrs. 

& Vilet Sts, Milwaukee, Wis., U. 8. A. 














ON 10 DAYS APPROVAL 


* 610—For Men, iain 
webbing, for gyms, Ay 





WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The right merchandise at the right price 

Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
698 Broadway New York Citv 




















FEATHERS 
for 
names” SLIPPERS 





























Factories Busy On 
Quick Delivery Orders 


NEWBURYPORT, Mass.—Business for 
immediate delivery makes up the vol- 
ume of orders now going through local 
plants. All the local ts are show- 








Opctton Jao. 
| 


* Note absence of all 


metal oteets - tacks - 


staples - etc | 
Illustration No. 1 
On left—Temporary tacks hold upper 
to insole. On right—Evest retainer 
fingers hold upper to insole while tacks 
are removed 








Announcement is made by Howard 
V. Stephens of Johnson, Stephens & 
Shinkle Shoe Co. of St. Louis, of the 
new Evest shoe construction, designed, 
a and owned exclusively by this 
rm. 
It is claimed that “Evest construction 
retains the insole yet is tackless, staple- 
less, ‘weltless,- cementless and non- 
turned.” In manufacturing shoes the 
assembly of the uvper complements is 
identical in all methods of construction. 
The factor, distinguishing one type of 
shoe construction from another, results 
from the means and accessories em- 
ployed to attach the forepart of the 
outsole to the upper. 

In the operation of Evest, the sole is 
set on the last, the assembled upper 
pulled over. the counter inserted and 


last. Side and bed lasting machines 
are then employed to pull the upper 
tightly over the last, and fasten it to 
the insole by means of temporary tacks. 
These tacks, since they are not a com- 
ponent part of Evest shoes, remain 
partly undriven to facilitate the next 
oreration. The uppers having been 
tightly drawn over the last and ap- 
pended to the insole, felt separators to 
prevent friction with the outsole and 
steel arches for support are incorpo- 
rated. The shoe is then placed in the 
“Evest retainer.” 

With the last still inserted and the 
shoe held firmly sole upwards, the 
“Evest retainer” acts like a powerful 
human hand. Thin narrow fingers 
move accurately down upon the outer 
edges of that part of the upper, tempo- 
rarily tacked to the insole. A tremen- 





_dous »ressure is exerted here, and the 


the shoe. centered fore and aft on the. 








The Evest Process 


A New Constructive Feature in Shoes 





Thin surface shin 
of outsole - later 
laid bach over 


channel and in - 
gyooved stitches. 


* Figure Z° 
On ion of 
operati Four. 

e of 


ompl 


“Note complete absenc: 
gil metal foreperts. 











Illustration No. 2 
On left—Evest retainer fingers holding 
while channeled outsole is laid on a 
then held with temporary tacks. On 
right—Stitching of insole, upper and 
outsole together and removal of tempo- 
rary tacks 


upper is held to the insole by the fin- 
gers of the “Evest retainer,” while 
every lasting tack is pulled out of the 
shoe. The lasting tacks now having 
been withdrawn, the shoe remains held 
in the clinch of the Evest fingers, ready 
for the anplication of the outsole. A 
channeled outsole is laid over the bot- 
tom of the incompleted shoe. When 
in place, once more temporary tacks are 
used, driven from the outside of the 
outsole, on into the lasting allowance 
of the upper and part way through the 
insole. 

The fingers of the “Evest retainer” 
may now be released and withdrawn, 
for the insole, upper and outsole are 
now held firmly together by means of 
these temporary tacks. This step finds 
the insole, upper and outsole being per- 
manently sewn together with a stitch 
that follows the grooved channel of the 
outsole, and is drawn even with the in- 
side level of the insole. The temporary 
outsole tacks, no longer necessary, are 
now removed. The shoe continues on 
its way through the regular heeling. 
finishing and treeing operations. 


Import Company Formed 


New York Ciry—The Entente Im 
ports Corporation has been organize: 
with headquarters in the Marbridg: 
Building. New York City. This organ- 
ization is specializing in hand-wove: 
shoes. Its president is Joseph Michaels ; 
vice-president, Irvin Heinz, and treas 
urer, Bernard Heinz. Its Paris head 
quarters are at 6 Cite Paradis. 
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Merchants Offers INSURANCE 


These Fast Ones In SATISE N 


Stock Fwo ‘Things 


STRENGTH « in the Company 
that Writes the Policy 


SERVICE ~in Fair Adjustments 





Sally-Ann 


Sally-Ann 


Simulated Snake vamp and 
quarter, parch. kid front 
strap, spike heel, A to C.83.60 

Simulated Snake vamp and 
quarter, parch. kid front 
strap, Cuban heel, A to C 3.60 

Parch. Kid vp. and quarter, 
Simulated snake front 
strap, spike heel, A to C 3.60 


Eimclates cna he frat With so much at stake in a business fire loss, 
yates dings Se ators you cannot be satisfied with your insurance 
unless you know that the Company that 
writes your policy is strong enough to guar- 
antee protection when emergency comes. 
The CENTRAL Manufacturers Mutual In- 
surance Company is one of America’s strong- 
Betty Pump est insurance organizations. Judged by any 
Has oma 2 na standard, the Company is thoroughly sound 

A to © and its policies are absolutely safe. 











" 3.50 


. When it comes to service, CENTRAL has 
Blue kid, spike hesi, Ais G. 3:60 always had a reputation for fair adjustments 


Red kid, spike heel, A to C. 3.60 ° 
Blue Fabric {(iavtime), and prompt payment of claims. Almost 


spike heel, A 3.60 
ar fapetae. -. 6. without exception, CENTRAL voucher 
checks for loss claims are mailed the same 
day proof of loss is received. With the 
quality of CENTRAL’S protection unques- 
tioned, CENTRAL’S annual dividend (30% 
for the last eight years) actually gives the 
policy-holder maximum protection at lowest 


cost. 
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Mary-Ann 


Mary-Ann 
Simulated Snake vamp As an investment in protection, Central 
Parch. Kid ter, ie A S 
heel, tie, Ato C os mike 0 policies appeal especially to the careful 
simulated & d duarter, poe 1 buyer. Full information as to what they 
heel, tie, A to C 3.60 offer to you, on request. 


"CENTRAL 


Manufacturers Mutual Insurance 
of Van Wert. Ohio. 





Fiat: AUTOMOBILE AND JORWADO INSURANCE FOR SELECT RISKS 
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POSITIONS WANTED 





LINES WANTED 

ALL 

ALL DISPLAY SPACE 
Five 


4c per word. Minimum Charge 75c. 

OTHERS 

Ze per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 





4c per word. Minimum Charge 75c. 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

Wheu advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ed- 
vertisement and paid for accordingly. 
Payment in advance is required, except when regular 
advertisers, as amounts are too small to open ) 




















SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 




















IMPORTANT ANNOUNCEMENT 


All territories (excepting Eastern Pennsylvania and New England) open for 
the distribution of the New, Officially Approved “Sportster” Girl Scout Shoe. 
Only high-grade salesmen who cover their territories intensively and call on 
Department store and the better class Retailers need apply. 


Salesmen must have car and must be able to give clear record, references 
and sales report of past two years’ performance. Will deliver to each district 
representative from two to fifteen department store accounts. 


Salesmen must be competent to present national selling plan. Only one shoe 
in the line and some salesman now successfully selling high-grade women’s 
shoes may be considered, if competent, to carry this as extra line. I 
A. Sandier (Girl Scout Shoe Division), 144 Lincoin St., Boston, Mass. 


Write to 









Salesman Wanted 


To carry Stitchdowns in Mary- 
land, District of Columbia, West 
Virginia, Minnesota, Indiana, 
North Carolina, North Dakota, 
South Dakota, South Carolina, 
Tennessee, western portion of 
New York State, Delaware, 
Arkansas and Nebraska. Side 
Line permitted. Straight Com- 
mission basis. Address B-78, 
care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 




















* * 

Opening in Canada 
For two or three live wire sales- 
men to sell exclusively, or as side 
line, the fastest line of Ladies’ 
Novelty a distributed from 
St. Louis, U. 8S. A., to retail at 
$4.00, 95.00 and $6.00, on straight 
-commission basis. Big earnings 
possible. When replying give pres- 
ent connections and experience. 


Address B-104 
eare Boot and Shoe Recorder 
80 Federal St., Boston, Mass. 





Salesmen Wanted 


for Louisiana, Indiana, Montana, 
and several other desirable terri- 
tories to sell fast, snappy line of 
ladies in-stock high-styled novelty 
shoes. This is big proposition, of- 
fering permanent and profitable 
connections to a real hustler. 


Address SHU-STILES, INC. 
1330 Washington Avenue 
St. Louis, Missouri 





Genuine Opportunity in 
Money Paying Side Line 


Our client is marketing a new line of 
men’s spats, designed by a famous Png 
lish stylist. Spat sales increased 200% 
or better last year. This year will show 
a similar increase. Here is a splendid 
opportunity to step-up your income wit! 
a profitable, dignified side line, backed b) 
real merchandising assistance and nationa! 
advertising. Write at once for particu 
lars, stating territory covered. 


The Robbins & Pearson Co. 
390 East Broad St., Columbus, -. 

















1 Salesmen Wanted 


by a Saint Louis distributor for 
some choice territories to sell hot 
selling line Ladies’ Novelty shoes 
retailing at $4.00, $5.00, and $6.00, 
on commission basis. Big oppor- 
tunity for real earnings. 





Address B-103 
eare Boot and Shoe Recorder 
80 Federal St., Boston, Mass. 














Wanted Experienced 


Shoe Salesman 


To travel in the States of Maine, 
Vermont, New Hampshire, and 
part of Massachusetts, incl 
Boston. To carry a line of men’s 
and boys’ work and semi-dress 
shoes, also line of babies’, infants’, 
children’s and misses shoes. 
Stocked in Newark. 

Must be a ucer and own a 
ear. Reply giving age, experience, 
present connection and references. 


A. H. WEINBRENNER CO. 
140 Thomas St. 
Newark, N. J. 










SALESMAN WANTED 


for the Middle West on commission 
earry strictly high-grade line of infan‘-' 
and children’s turns now being used |) 
many of the most metropolitan retaile: 
B-105, care Boot and Shoe Recorder, -' 
Federal St., Boston, Mass. 











SALESMAN WANTED 
for the South on commission to ca''y 
strictly high grade line of infants’ »\/ 
children’s turns now being used by my 
of the most metropolitan retailers. B-! 
care Boot and Shoe Recorder, 80 Fed: 

St., Boston, Mass. 





— 








Warran snes, for the entire site 0! 
Connecticut, established territory fo: wo" 
en’s novelty shoes on liberal commissio 5s 
only. Side line considered. Address B-' . «at 
Boot. and Shoe Reegeder. 239.-W. 391 St 
New York City, N. 
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SALESMEN WANTED 


FOR SALE 








Salesmen Wanted 


FAST SELLING STYLE BOYS’ 
calf skin shoes in stock Western 
factory, quality guaranteed, popu- 
lar prices. - Straight commission, 
6%. One grip, eighteen samples. 
Fall line now ready. May be car- 
ried in connection with approved 
line of women’s or children’s shoes 
in following territories travelled 
by auto: 

NEVADA, UTAH, COLORADO, 
WYOMING, TENNESSEE, 
ALABAMA, VIRGINIA, DELA- 
WARE, MARYLAND and NEW 
YORK STATE (outside New 
York City). 

Give full information. Address 
B-93, care Boot & Shoe Recorder, 
189 W. Madison St., Chicago, 
Illinois. 











REAL OPPORTUNITY for salesmen who 
have the stamina energy to go to work 
and show our line every day. States at 

esent: New York State and Indiana, Nevada, 
i canaeicy and Tennessee. © territories later. 
We are not interested in any but workers. Want 
men to carry our line of In-S ther House 
Slippers as side line. Must live on eeeery and 
cover same close by auto. Give full particulars 
in first letter. No drawing account. Weekly 
settlements against orders received. Twen' 
men mow successfully en pas Easiest sell- 
ing commodity in shoe gam —. Maid Rite 
Corp. (Manufacturers) 35 York t., Brooklyn, 
New York, N. Y. 





SHOE salesmen wanted to carry as a side line 
a goed line of cme and rhinestone shoe 
buckles, metal -. Address 
B-61, care Boot and “Shoe Reconder, 80 Federal 
St., Boston, Mass. 





SALESMAN with established trade to sell a 
general line of shoes; territory open, New 

Jersey and Connecticut Address B-80, care 

Boot and Shoe Recorder, 80 Federal St., Boston, 
ass. 





SAL LESMAN WANTED to carry compete line 
of in-stock slippers and workshoes on com- 
mission basis. 0 objection to non-conflicting 
lines. Address B95, care Boot and Shoe Re 
corder, 80 Federal St., Boston, Mass. 





IDE Line Salesman for boys’ and girls’ shoes 

for Massachusetts, New York State, Ohio, 
Michigan and Western Pennsylvania. Address 
B-97, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 





SALESMEN can earn ng 00 to $50.00 com 

missions weekly, ling twelve w Ae m4 
abp in 00 strice | of novelty McKays to 
retail at % and $6.00. Address B-102, care 
Boot and Shoe Recorder, 80 Federal St.,’ Bos- 
ton, FR 





SALESMEN WANTED with established terri- 
tory to carry a manufactured line of felt, 
leather and satin house slippers MASTER. 
FELTS, popular priced, on attractive straight 
com mi basis. Territories open are: Wash- 
Send references and exact 
“in first letter. Freeman- 

per Shoe Company, St. Paul, Minn. 

















FOR: SALE—Retail shoe business in Pennsy]- 
vania, established 25 years. Good reasons 
for selling. Real oar for quick sale. Address 
B-96, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 





SHOE Se Store in town of 9000. Teachers Nor- 
mal College, 1500 to 3000 enrollment. Stock 
only six months old. Clean merchandise, good 
location. Address B-100, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


POSITION WANTED 


WANTED—Office, sales—complete knowledge 
shoe game. Factory, office, sales, shoe store 
experience ladies’ novelties. Executive Boston 
factory five years buying, peoduation. advertis- 
ing mca oy taxes and style. Sold findings 
an ed office. Middle West calling tan- 
neries S oe factories everywhere. Wish final 
respons ible position where work gets results. 
references, locate anywhere, available now. 
Completely equipped as buyer or routine 
worker. Address B-101, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 











WANTED TO PURCHASE 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HIGHEST CASH PRICES 
PAID 


for shee stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 


a 











POSITION WANTED 
Unusual mpeseease Now Avail- 


ba know a man o high character and long 

xperience as maker of Boys’ and Girls’ shoes 
is available to some manufacturer. He 
knows F nag part of the merchandising of these 
shoes from factory to retail outlet and would 
be of valuable assistance to any manufac- 
in this field. 


Agaty to B10? Cast ond Shee Reserder, 60 








POSITION ¥ WANTED —As buyer and mana- 
ger of retail store or shoe department, by a 
young married man, with twelve years of suc- 
cessful experience and proven ability. Excellent 
character and pleasing personality, good style 
man and window trimmer, know how to handle 
help and win trade, now employed, but wish 
to make change where opportunity for advance- 
ment will be greater. If in need of a competent, 
well trained, dependable shoeman with A-1 
references, write B-109, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





ACCOUNTANT— office manager—looking for 
connections with chain shoe stores concern. 
Seven years of diversified office experience— 
sy’ tizer, o lidated stat ts, perpetual 
inventories. ‘Complete charge of financial affairs. 
27 years. Salary $50 and gopertumty. Ad- 
dress B-108, care Boot and Sh 7. magprcer, 239 
W. 39th St., New York City, N 


LINE WANTED 


HAVE good business established. Want snappy 

line of men’s dress oxfords for Chicago. 

Price ran $2.15 to $3.50. A-1 references. 

Address -99. care Boot and Shoe Recorder, 
9 W. Madison St., Chicago, Illinois. 


FOR RENT 


W opoenrst, opportunity in fast growing 
oil town of 10,000. Space to let for ladies’ 

















shoes in ready-to-wear store; corner location 45 x 
90; 128 feet show windows. Business already es- 
tabtlcheg two doors from new location. Build- 

ready July 15th. For full information write 
Mitchell's Apparel for Women, Pampa, Texas. 


MERCHANTS’ NEEDS 








LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT OxpEnsove 
SAMPLES wPOm MeOese 


wag 17) LEXINGTON wna CE) 


mon Canton © Lalas bes 





Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Caoqeeee leases taken over. 
hone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Deck 0352 








If you contemplate selling your 
entire or surplus s com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spricg 1448 

















MERCHANTS’ NEEDS 











MYERS CUSHION 


TORELADDERS 


‘MOOERNIZE STORE 
To provide adequate stor- 
age facilities for Hf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for ae 
or retail tra enn oe 
or more MYERS NOISE- 
LESS CUSHION TIRE 
STORE LADDERS. 
tread steps, full length 
hand grips, rubber tires, 
overhead track system, — 
construction 
eliminate vibration — 
and produce a 
ample strength for safety, 
icy. 
only—neat of de- 
ctively finished— 
installed 
most requirements. 
Circular on request, 
mt RE MYERS & BRO.ca 
ASHLAND, Or! On10. 
PUMPS -WATER SYSTEMS-NAY TOOLS- 




















































Shoe and Hosiery Cabinets 


May 4th—Retail Shoe Dealers can 
increase their sales by carrying 
side lines, especially if the line fits 
in with shoes. Our Cabinets do. 
Interesting colored illustrations in 
Plain and Modernistic Creations. 


Ask for Portfolio No. 11-X 
Tue Oscar ONKEN Co. 


611 W. 4th St. 
Cincinnati, Ohio 











Elk from Kips 


Preapopy, Mass.—A. C. Lawrence 
Leather Co. is bringing out success- 
fully a new elk leather lie 

play, and work shoes, too Tt ik is made 
of selected kips, and this reveals a 
tanners’ trick, for it’s the raw stock 
that furnishes the strength and the 
substance of the leather. 
smoke are the colors, and the grain 
is hand-boarded. 


lf, sport, 


Coffee and 





BOOT AND SHOE RECORDER 


“At-Once”’ Trade Heavy 
In Boston Market 


Boston, Mass.—‘“At-once” business 
is the order of the day in this market. 
Wholesalers report that they are re- 
ceiving many letters for “fill-ins” to 
supplement the After-Easter demand 
the country over. Shoe travelers are 
covering both retail and wholesale 
trade from Coast to Coast, and report, 
generally, a “fair trade.” Manufac- 
turers report that the demand for 
men’s and women’s sport shoes is con- 
tinuing fully as strong as was pre- 
dicted early in the year; not only rub- 
ber soles and low rubber heels, but on 
women’s shoes of light weight, rubber 
heels of 12/8 to 8/8 height, are active 
numbers. Sport dress shoes with leath- 
er soles, for both men and women, are 
much in evidence. 

Many of the women’s sport models 
have fringed, over-lapping, tongues on 
two-toned calf ties. Combinations of 
saddles, full wing tips, and semi-wing 
tips; genuine reptiles, and simulated 
reptiles, with fawn elks and darker elk, 
as well as calf leathers; white buck, in 
combination with black and tan calf, 
dominate the specifications for “at- 
once” delivery. Similar lasts and up- 
per trims have soles of a different 
type—for instance, a number in tan 
elk, with dark tan calf trim, might be 
developed with a red rubber sole; while 
another pair, with exactly the same 
last and upper might have leather soles 
with steel riveted calks. Light weight 
suedes in ties and straps are being 
shown with calf and kid trims for 
women’s dress sport wear; punched 
patterns and polka dot patterns in a 
great variety of colors, in combination 
with darker, or lighter shades, are 
shown in ties, straps, and step-in pat- 
terns. 


U. S. Rubber Announces 
New Organization Plan 


New York Citry—F. B. Davis, Jr., 
recently elected president and chair- 
man of the board of the United States 
Rubber Co., has announced his plan for 
a complete reorganization of the com- 
pany’s operating methods. 

Decentralization and a division of 
the company into twelve separate op- 
erating units—each under the sole di- 
rection of a general manager—is the 
keynote. The Footwear Division will 
include watervroofs. Keds, house slip- 
vers, felt good and leather goods. 












IN 
STOCK 
36 Pair ‘Cases 


A. W. GREELEY 


Haverhill, Mass. 
$ Lincoln Street 
Mx. CurTiIna anp Mr. Carr 


12 Duncan St. - - 
Boston office, 7 


Merchants 


buy and rebuy Greeley 
Boudoirs year in and year out 
because they are the best house 
slippers 
turned in black and col- 
ored leather, rubber or 
leather heels. Ask your 


jobber—or write to us. 


made. Hand- 














ws —HOTEL VICTORIA— 
Newbury at Dartmouth Street, 
Copley Square, Boston, Mass. 


Quiet, refined and homelike. 
of the Back Bay. Telephone in every suite. 
(Rates $3.00 per day and upwards.) The 
Victoria has been noted for many years for 
its unexcelled cuisine. 
Grill are features unique in themselves. 


LOUIS P. LaFRANCHE, Managing Director 
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Mrs. E. A. Bailey Dead 


Fort WAYNE, IND.—Mrs. Eugene A. 
Bailey, wife of Eugene A. Bailey, who 
represents the Bion F. Reynolds Co., 
and LaLonde, Clark Co., on the Pacific 
Coast, was killed in an automobile ac- 
cident near this city on April 19. At 
the time of the accident, Mr. Bailey 
was in Denver, covering his territory 
The Baileys had their furniture packed, 
ready to ship to Los Angeles, where 
they had intended to reside, as Mr. 
Bailey had only recently been trans- 
ferred from the Minneapolis territor) 
to that of the Coast. 


In the heart 


Its Restaurant and 
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Now the “Miss” as well as “Mrs.” 


With its beautifully molded arch, graceful 
Louis heel, slashed vamp, and _ perfectly 
poised strap, there is no reason why 
“Daphne” should not sell as readily to the 
slender miss of twenty, as it does to the 


matron of forty. 


It is smart, refined, perfect fitting and excep- 


DAPHNE tionally comfortable. 


Style R1768—Beechnut Beige Kid, snake calf : . 
trim, 16/8 covered heel. The shoemaking is all that you could ask for; 


ee close edges and a truly light airy appearance. 
Style R1785—Mat Kid, snake calf trim, 16/8 


covered heel. 


Price $6.00 


IN STOCK 
Widths AAAA to EEE. 
Sizes 1 to 10. 


NOTE: Beechnut Beige is a darker neutral 
beige that will be as salable next Fall as it is 
now. 


‘Daphne’ is but one of an extensive group of 
patterns and colors that is making Wilbur 
Coon Shoes outstanding in their price range. 


Notwithstanding the radical change in styling, 
the basic fit remains the same. One of the 


shoe world’s best fitting lines has also become 
one of the shoe world’s smartest lines. 


Twenty-five new numbers embracing four- 
teen new patterns are now in the hands of the 


Wilbur Coon salesmen. 


37 Canal Street 
Rochester, N. Y. 


NOTE: Wilbur Coon Shoes will be on display at the Ohio Valley Retail Shoe Dealers Associ- 
ation Convention, Room 522, Deshler Wallick Hotel, Columbus, Ohio, May 13th to 16th. 
Salesmen in attendance, Mr. D. D. Oster, Mr. S. E. Oster, Mr. Don C. Soutar. 
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N our issue of May 11 look for the 
shoe and leather color platform for 
fall and winter, 1929-1930. The Joint 


Styles Conference, in session May 7 
and 8, will complete a national program, 
specifying materials, lasts, heels and 
patterns in such detail as to expedite 
the shoe making of an entire season. 

The issue of May 4 becomes the 
great fore-runner of the issue of May 
11, for the merchant will be waiting 
for the final styles platform, scheduled 
for that number. We believe that this 
issue will stimulate every merchant 
reader to a consideration of earlier se- 
lection of his fall shoes. 

It rests with the retail shoe merchant 
as to the practical use of these speci- 
fications in the building of millions of 
dollars’ worth of women’s, men’s and 
boys’ footwear. 






HREE significant facts: 
First: The country’s standard of 
living is grading up in all lines. 
Second: The independent shoe stores 
that are outstanding and successful are 
those that have graded up rather than 
down, have stressed service rather than 
price, and have sold dependable shoes 
at a good, stiff mark-up. 
Third: Competition is greatest and 
failures most frequent in the lower 
grades. 
They are answered in next week’s 
issue in a remarkable article entitled 
“Bring Your Backbone To The Front.” 
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INVISIBLE MIDDLESOLE az 


. . . solves perfectly the cavity filler problem in rub-¢ — 
ber soled sports shoes 
These outstanding advantages — proved fatts— must 


convince. MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the whole on 


INVISIBLE 


shoe bottom firmly into one unit, eliminating curled 
edges, crawling, bunching up, air pockets and 

ueaks . . . Provides a firm even tread .. . Insulates against cold or heat 
... Adds flexibility and resiliency . . . Is damp-proof . . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING set zt BOSTON, MASSACHUSETTS 
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Here are two numbers retailing 
at $2.50 and $3.00. Note below 
descriptions and generous mark-up 


KEIN-DYED chiffons like these two 

beautiful McCallum numbers are going 

to be in great demand this summer. The 

vogue for the sun-tanned skin calls for just 
such smooth texture and sheen. 

And now you can sell them “at a price” — 
luxurious McCallums that are obviously won- 
derful values in the popular $2.50 and $3.00 
class. Yet with our new prices you get a 
mark-up of 3714 to 40%! 

These attractive prices will boost your sales 
per customer—especially among vacationers. 
Remind them that these sheer McCallum 
hose are equally suitable for town, resort, 


MeCa um otters 
CWO Skein=-dyed Sheer Chitlons 


for your vacation tra dle 


afternoon and evening wear. Point out that 
wherever they are worn, their sheer, gleam- 
ing fineness simulates the delicately-tanned 
skin that every woman wants. It will enable 
you to make sales in threes and half dozens. 
No. 191 is a 42-gauge, all silk, skein-dyed 
chiffon with picot edge. It retails at $2.50, and 
at $18.00 per dozen your mark-up is 40%. 
No. 197, retailing at $3.00, is a 45-gauge, 
all silk, skein-dyed sheer chiffon with picot 
edge. At $22.50 per dozen your mark-up 
is 374%. 
In the exclusive McCallum spring shades 
and all the season’s smart hosiery colors. 
The Fashion Service Bulletin will enable 
your salespeople to give authoritative and 
appreciated advice on colors. If you are 
not receiving copies, write at once to the 
McCallum Hosiery Co., Northampton, Mass. 


Send in your order today 


McCallum Hosiery Company 


Se A, 
“YOU JUST KNOW Ne a> ma 


~ 


SHE WEARS THEM” ia) 


HosteERY AND ACCESSORIES 


Northampt« on, Mass. 


Boston 
77 Summer Street 
Atlanta 
932 Healey Bldg. 
San Francisco 
1145 Howard Street 


New York Office 
417 Fifth Avenue 
Chicago 
36 So. State Street 
Philadelphia 
1001 Chestnut Street 





f 
f 
4 


gn 


IRON CLAD 7 


No. 907X is a Full Fashioned Pure Silk 
Serviceweight Silk-to-the-Top style with 
Mercerized sole. Colors: 

Black Evenglow Mauve Taupe 

Atmosphere Light Gun Metal Manon 

Skin Mirage Mistery 

Grain Reveree Breezee 

Pearl Blush Cuban Sand Suntan 

Pastel Parchment Beach Tan Sunbronze 

Sizes 8 to 10'2 


$12.00 


per dozen 
Packed 3 pairs of one size and color 
to box. 


Immediate Delivery 
COOPER, WELLS & 


COMPANY 


250 Broad St. St. Joseph, Mich. 

Manufacturers of Full Fashioned and 

Seamless Hosiery at St. Joseph, Michi- 
gan, and Decatur, Alabama. 


Manufacturers of Quality Hosiery for 
Fifty Years 


Boor 
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Stockings — ‘‘ The 
important ‘Third’ of 


a woman’s costume’’ 


—are much more important — today — than 
ever before. 

The reason? Women are realizing that 
stockings in exactly the right colors are essen- 
tial to the complete success of the eussutile. 

And—to be exactly right—these colors 
must also be different for the Blonde, the 
Brunette—and the Medium Complexion. 

Gordon Skin-Tone Hosiery meets all these 
requirements: there are four shades for each 
type—and every dominating dress color of the 
season was considered in creating them. 


Women will ask for them. 


BROWN DURRELL Co. 
NEW YORK ‘ ° BOSTON 


Gro co ‘99 
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NARROW HEEL 
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FRENCH CLOCKS 
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“Never 
Have Gold Stripe 
Stockings been as Beau- 


tiful as They are Today!” 


Connoisseurs of beauty see in their ex- 
quisite sheerness, in their crystal clear texture, 
in the unclouded beauty of their colors— 

the ultimate perfection all makers of fine silk 


stockings are endeavoring to achieve. 


And connoisseurs of style see in the compre- 
hensiveness of these new Gold Stripe stockings 
what every woman wants—French heels 
and square, pointed and double pointed, 
the appealing touch of fine picot edge, 
and the smartness of fashion-right 


colors. 


Take the Guess Out of 
Your Hosiery 
Department 
by Concentrating on 
(C@LDSTRire 

Silk Stockings 


Maybe you can get an 
exclusive Gold Stripe 


agency 
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WIOSIERY 


In this Issue you will read 


THE SUN BRIGHTENS : 3 4 
WARM BEIGES STEP INTO FALL PICTURE 
LEAVE IT TO THE LADIES 

LET’S SELL MORE SPORT HOSE 
HOSIERY FOR MOTHER’S DAY . 

NEW FOR DRESS—AND FOR SPORT 
OOH—LET’S LOOK IN THE WINDOWS 
THE COLOR TREND ; 
WHERE STYLE KNOWLEDGE COUNTS . 
NEWS O’ THE MARKET a ae 
THIS AND THAT FROM HERE AND THERE 
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A NEW 






FINISHING and SHIPPING DEPARTMENT 
AT LONG ISLAND CITY 







adjacent to our dye works, with 20,000 square feet of ad- 
ditional space, scientifically equipped for speed, which will 





Cat one whole day off delivery time 









IS lO ee ss 





A Iso. the increased floor space means 


that more goods can be carried F 






for immediate delivery. -.an advantageous 






factor of speed in these days of increasing 


demand for Mojud. 





























lf you are interested in lowering inven- 5 

1 
tories, speeding turnover, and increasing ge 
Co 
* profits, you will find the Mojud exclusive go 
LD Ul franchise a profitable proposition. a 

h 
ANKLE JTAILORED dep 
HOSIERY ASK us about it...and about the strong “ 
advertising cooperation that goes with it. leas 
“Worth Showing” die 
E 
of t 

size 
Mock, JUDSON, VOEHRINGER CoO., Ine} *s 
head 
Pierce and Eighth Avenues + Long Island City, N. Y. pa 
most 
SALES OFFICE: 212 FIFTH AVENUE, NEW YORK there 

ove 
Factories at Greensboro, N. C. Philadelphia, Pa. Long Island City, N. Y. di 
: bette: 
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THRE SUN BRIGHTERS 





OST of us in the hosiery 
trade are willing to for- 
get April, 1929. Rain 


and unseasonable weather didn’t 
help the retail or wholesale markets. May promises to 
be a more kindly month, hosiery-wise, and we are all 
pulling for loads and loads of sunshine, the big con- 
trolling factor in hosiery right now, for with a generous 
splashing of yellow and yellow rays from the sun, the 
expected demand for sun tanned shades in hosiery is 
bound to become a reality. 
From every point of view and the experience so far, 
the sun tanned craze is an assured success. 


Bare Legs and Hose 


EAR that the vogue for sun tanned bare legs will 

cut into the regular hosiery business more than it 
did last year will not down. Attempts are being made 
to laugh it off, perhaps with some degree of success. 
Turning to the Pacific Coast, where the bare leg vogue 
hit hardest last year and threatens most at present, we 
get a little slant on the situation. It was on the Pacific 
Coast, it is recalled, that the seamless bare leg stocking 
got its start, late last year. Around Los Angeles, which 
seems to be the center of the 
bare leg battle at present, 
hosiery buyers and publicity 
departments in the stores are 
doing their best to kill the 
craze by turning to the seam- 
less, bare leg hose and by 
stressing style. 

Here are the ways three 
of the key buyers in that city 
size up the situation: 

Miss Myrtle Maxwell, 
head of the hosiery depart- 
ments in the C. H. Baker 
group of stores: “We can exploit and make money on 
most fads, but not on the seamless, bare leg hose, for 
there is nothing in it of style, beauty or wearing quality 
over which to enthuse. Most of them are of cheap con- 
struction with $1.95 as the top price. However, it is 
better to sell these than no stockings at all, so we push 
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cA Movie Star Speaks 
off NITA PAGE, Metro-Goldwyn- 


Mayer star in 
Melody,” in discussing bare legs with our 
Field Editor, said, “Women’s legs are 
flattered by the sheer sheen of chiffon 
stockings. I cannot conceive of any well 
dressed girl going without stockings, 
especially when she may have these new 

sun-tan shades.” 


News and Views on Colors, Styles, 
Prices and Other Things in 
the ‘Realm of Hosiery 


> + 


them. Our Hollywood store is 
selling six times as many of them 
as any of our other Pacific Coast 
stores, indicating that the craze is 
pretty well localized at present. 
a Hollywood complex, is next. We consider the fad 
distinctly of and from the movie colony. Which way it 
will jump when the weather warms up, no one knows, 
not even the girls themselves. We find only a fair de- 
mand for these seamless hose in the Los Angeles, San 
Francisco and Portland stores. The darker tones are 
selling best.” 

Miss Peck of the Innes stores confirms most of what 
Miss Maxwell says except that she finds lighter shades 
moving. Last year 70 per cent of her hosiery sales at 
this time were on short sox, to be worn without stock- 
ings. This year only 2 per cent of her sales are on 
SOx. 

Now we come to Miss Thelma Pritchett, hosiery buyer 
for the large J. W. Robinson Company’s department 
store. She says: 

“Young girls are wearing bare leg seamless hose on 
the street, but others are confining them to sports wear. 
We do believe these stockings will greatly overcome last 
year’s bare leg fad. Blond No. 3, a rich sun tan shade, 
has a slight lead over the 
other five colors in the seam- 
less hose.” 

The I. Miller store in Los 
Angeles in a recent ad used 
the phrase, “The truly smart 
woman is not stockingless— 
she wears I. Miller’s skin 
toned hose for spectator 
sports and every other day 
time occasion.” 

So much for California. 
In the East and Middle West 
the weather hasn’t been pro- 
pitious for exploiting these hose. Some of the cheaper 
numbers have been withdrawn from the market as 
unsatisfactory. The mills making three strand, 300 
needle seamless goods of generous length are booked 
full at present. Even these high quality goods, which 
sell around $13.50 a dozen wholesale have met with 


Pasadena, which has 


“The Broadway 








resistance on the part of 
many retailers, who have 
a natural aversion to 
handling seamless hose. 
Even with the great im- 
provement that has been 
made in the shaping of 
these hose, they are not 
entirely satisfactory for 
the’stotit or thin woman. 
Their wearing quality, of 
course, is not as good as 
that of a well made full 
fashioned chiffon and 
unless the customer is 
educated to expect lower 
wearing quality, there is 
likely to be a large num- 
ber of returns once the 
public begins wearing 
them. Whether or not 
the bare leg vogue will 
give seamless hosiery, as 
a class, a chance to “come 
back” is still an open 
question. 


Novelties 


HAT is the out- 
look for novelties ? 


Everybody is playing 
them, but rather con- 
servatively. Sport sox 


for women cannot be 
classed as novelties. They 
are going over in a big 
way. New ones are 
introduced daily. Silk 
meshes are particularly 
strong. The stocking 
with a mesh or lace cuff 
effect, or colored stripe 
around the ankle to simu- 
late a sock is steadily 
gaining ground. In full 


length meshes, we find whites going big, the reason being 
that the white silk or lisle mesh worn over the skin gives 
Plain white stockings are likely to en- 
counter but little demand this summer. 

Red and blue pointed heels and vivid colorings in 
clocks are among the latest novelties introduced on the 
market. Anent plain self colored pointed heels or black 
heels as a contrast, there are very definite reports that, 
in many parts of the country, there is a swing away from 
the single point toward the double or twin pointed heel. 
A number of manufacturers are now making these but 
the situation is a bit involved, due to the filing of a 
suit for patent infringement against one of the makers. 


a pinkish cast. 


vv ss 








These legs are perfect, says a committee headed by Florenz 
Ziegfeld, theatrical producer, and consisting of well known 
artists. They belong to Miss Barbara Newberry and were 
chosen in a contest conducted by the Phoenix Hosiery 
Company. Her legs will be cast in bronze, reproduced in 
paintings and used by the company for advertising pur- 
poses. The only measurements made public were these— 
ankle, 8 inches, and calf, 13% inches 


season’s best sellers. 


fading slightly. 


rTr@<27~oaaya 


plain effects still hold first place in public demand, both 
in regulation sox and in the longer golf hose. 
colored golf hose to match plain sweaters are among the 
So-called fancies still sell, but the 
neater, plainer effects in subdued colorings are first choice, 
even in the lower priced ranges. 
backgrounds with contrasting or self-colored clocks are 
among the leaders in regulation sox, while fine horizontal 
strips with clocks also are well up in the current selling. 
Fine lisle and mixed cotton and rayon hose are in better 
demand than all silk hose for men. 

Low price competition in men’s hosiery seems to be 
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Prices 


HE announcement 

of fall prices by the 
country’s leading mil] 
selling to jobbers, effec- 
tive July 1, has had a 
stabilizing effect on the 
market. Slight reduc- 
tions were made on low 
end numbers, and in one 
case where the old price 
was retained, quality was 
improved. In the higher 
ranges, however, prices 
are unchanged. Unless 
some of the direct to re- 
tailer mills bring out 
price cuts, the price situa- 
tion, in general, appears 
to be well stabilized. 


For Fall 


SIDE from some 

- color thought for 
fall, which runs along 
the line of warm and 
darker beiges, the next 
season’s early activities 
have been confined to the 
showing of some im- 
ported lines. Silk and 
wool meshes figure 
prominently in __ these. 
Small and _ indistinct 
figures in women’s sport 
hose are touted as lead- 
ers by some of the more 
forward importers. 





















Men’s Hose 


HERE is little 
change in the situa- 
tion in men’s hose. The 









Plain 








Plain colors or mixed 
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WARM BEIGES STED 


INTO 


FALL PICTURE 


By Madame Hamilton Jeffries 


leather trade, there are four shades in the brown 
family which are quite important to the hosiery 
concerns. Beechwood, which is quite a warm shade, 
starts the range, and Chocolate Brown is the fourth. 
The warmth in these four shades may easily be construed 
for hosiery with the warm beige shades as a complement. 
Green and red coming into the picture in slightly differ- 
ent casts from the shades of other seasons, allows the 
warm tans and even tans with a bronze cast. 
It must also be remembered that light furs are on the 


; (): the nine definite colors chosen by the shoe and 


horizon, and the fox being the favored long haired fur, 


many youthful models will be styled in coats with cape 
effects and choker collars. The colorings of these furs 
together with the base color of the costume and the 
shoe colors chosen by the shoe and leather trade should 
be definite enough for any hosiery man to proceed with 
his fall colors. 

The rather difficult shade in the color scheme is the 
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Blue Gray which in the shoe world will be very much 
enlivened by light and dark blue combinations. This 
base color is almost impossible when styled in an all-over 
shoe, and many manufacturers have found that the com- 
bination of light and dark blue brings this base color 
into a very attractive number. Hence the hosiery con- 
cerns should watch these blends for the keynote of their 
stocking. 

Antique Purple, which in many cases is being trimmed 
with shades of violet, and violet and beige snake, again 
will change a bit in cast because of the lightening of the 
complementing colors. The bronzy stocking for dressy 
ensembles should have a certain importance because of 
the anticipation of the bronze shoe. 


~K- 
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°*LEAVE IF TO THE LADIES?? 
Says Billy Goodwin 


By HELEN M. HANEY 


> 


business for W. C. Goodwin of Fitchburg, 

Mass.—or did Billy build it himself; Billy 
says—“All of the credit is due to ‘Tiny.’” “Tinv,” more 
formally known as Helen M. Donovan, hosiery buyer 
and manager, explains it this way: “I simply know all 
of the girls in town, and their hosiery wants, so they 
just naturally buy their hosiery at Goodwin’s. 

There is no doubt that Miss Donovan’s knowledge of 
the hosiery business, plus her popularity with the folk 
of Fitchburg, has been a tremendous factor in the suc- 
cess of the W. C. Goodwin hosiery section. And not 
only people of Fitchburg, with its 43,000 to 44,000 in- 
habitants, but those from a distance of 50 miles—one 
enthusiast fares forth from Springfield, Vt.—flock to 
Fitchburg to buy hosiery from “Tiny” Donovan at 


D ID Miss “Tiny” Donovan build a $20,000 hosiery 


> 


was constantly making new friends by her good service, 
and her pleasing manner. Mr. Goodwin asked Miss 
Donovan to come down to his store and “talk it over.” 
The result was that two weeks after the new W. C. 
Goodwin’s shoe store doors were opened, Goodwin's 
hosiery “shop” made its appearance, with Helen \. 
Donovan smilingly greeting the public from her new 
“stand.” 


HE hosiery department consisted’ of one small 

case, a little counter, and many stocking boxes placed 
thereon. But Miss Donovan understood the game, and 
3illy Goodwin let her play it as she would. He argued 
that Miss Donovan was the kind of salesperson and 
executive who made her employer’s interests her very 
own, and that the hosiery business was one for which 


Billy Goodwin’s. women were particularly well 
Dana D. Goodwin, of this adapted. 
“Father and Son Walk-Over ERSONALITY does count In the days of 1917, Miss Dono- 


Store,” confirms all of the above- 
mentioned facts, and showed the 
writer a receipted bill for $378.70 
which he was about to mail to a 
customer, representing one month’s 
business ; every item on this bill, with the exception of 
a pair of rubber sandals at $1.00, was a charge for 
hosiery bought by one woman at Goodwin’s. 


N 1917, 22 years after Billy Goodwin had opened 

his first store at the corner of Main and Mill Street, 
Fitchburg, he moved to his more modern and larger store 
at the present location, 342-344 Main Street, and decided 
that he would install a hosiery department. It was an 
innovation, twelve years ago, for a shoe store in Fitch- 
burg to sell hosiery. But Billy reasoned that hosiery 
was footwear and determined to include hosiery in his 
footwear distribution activities, with the “right” woman 
in charge, and then proceed to make extra profits. Mr. 
Goodwin states that the amount of business transacted 
in his hosiery department the first year averaged a little 
less than $1,000 a month; on the present volume, he has 
increased his hosiery business 100 per cent. 

At the time that Billy Goodwin was looking over the 
field for a woman hosiery buyer and manager, Miss 
Donovan was selling stockings at Nichols & Frosts 
Department Store—she had been there for several years ; 
everybody liked Miss Donovan—she was obliging, and 


heavily in business. Miss Dono- 

van knows all the girls in town, so, 

of course, they come to see her 
when they need hosiery 


van stated that her hosiery prices 
ranged from 35 cents to $1.50; 
women then bought principally 
domestic and imported lisle ; some 
silk stockings were also sold; the 
colors were mostly black, brown, and white; she bought 
several lines, at first, to try them out, but soon con- 
centrated on four lines, and three prices, in women’s 
hosiery. She believes that any store can manage to 
fulfill every demand of the customer on one lower 
grade, one medium grade, and two high grades. All 
the time, it is necessary, she says, to watch trends of 
style, of prices, and conditions generally, for these fac- 
tors enter very definitely into the marketing of a product. 
at retail, as well as at wholesale. Just now, Miss Dono- 
van is catering to the woman who is matching hosiery 
to her skin. She is making liberal use of a style and 
color club idea, and says that she finds it an excellent 
plan to secure new customers, as well as to hold old 
trade. A framed style and color club certificate is promi- 
nently displayed ; her friends appreciate, she says, receiv- 
ing a swatch of the new hosiery shades and a few 
talking points about them each month. 

“Never force a sale,” is Miss Donovan’s rule. [fa 
customer is undecided as to what to buy, she sugvests 
to her—that she will be very glad to send something on 
approval; or, “if you think you would like to look 
around, why not do so, and then if you do not see any- 
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steates 


At the W. C. Goodwin ho- 
siery counter a sale is 
largely a social affair 


thing that suits you, I would be pleased to have you come 
back.” she tactfully appeals. The lowest priced women’s 
hose that Miss Donovan now carries is $1.00, with the 


lisle welt, lisle heel and toe, and silk sole; the highest . 


price is $3.50 in a chiffon with picot edge. For this 
summer, quite a few lisles for golf, as well as more 
chiffons than ever, will be sold, Miss Donovan says. 
She carries a full range of shades in size 10% as well 
as in size 8, so that women who cannot find the desired 
color in their sizes in the other shops will be sure to buy 
them at Goodwin’s. She stocks the most heavily, how- 
ever, on sizes 9,914 and 10. At least 75 per cent of Miss 
Donovan’s customers are “well to do” people, she states ; 
she also reports that there is no trouble whatever as to 
credits or as to non-payment of bills; that charge cus- 
tomers usually pay invoices the same month in which 
accounts are rendered. Dana Goodwin of the firm is 
head of the Credit Bureau of Fitchburg, and the matter 
of opening charge accounts is looked into very care- 
fully, not only at Goodwin’s, but in all other stores. 


O trouble is experienced from customers’ complaints 
as to wear of chiffon stockings. If silk stockings 
are damaged as to pulled threads, or runs, they are re- 
paired by Miss Donovan at a small charge. “No one ever 
asks for guarantees now,” she reports. “The girls argue, 
‘We cannot expect chiffons to wear.’ If chiffons pull, 
the girls usually say, ‘Tough luck!’ and buy a new pair. 
or use one of the three pairs which they bought of the 
same shade and forget about it; the girls are much 
more reasonable about these things than they were some 
few years ago,” adds Miss Donovan. Miss Donovan 
always suggests three pairs; for instance, in the $1.95 
chiffon grades, three pairs are offered at $5.70. 
Besides women’s hosiery, men’s and children’s hosiery 
is carried, and both these latter departments are mer- 
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chandised as carefully as are the women’s department. 
In the modern hosiery cabinet and display case, which 
now holds the upstairs stock of Goodwin's hosiery de- 


partment, three sections are devoted to men’s lines; 


there are six drawers in each section. The same amount 
of space is devoted to women’s stock; nine drawers in 
the cabinet contain children’s hosiery. Every couple of 
weeks the hosiery display cases are changed ; in addition 
to the two in the main hosiery department there is one 


on the other side of the store. 


EN are quick buyers, Miss Donovan says. They like 

good looking clocked and finely ribbed effects, with 
a little color; our higher priced men’s line, consti- 
tutes about 90 per cent of the men’s business; it is 
always a good plan, Miss Donovan says, to carry 10 
per cent of novelties for men, and never buy twice on 
the same patterns. Men like the three-pairs-in-a-box 
sellers at $1.00 or two pairs at 90 cents, she says. When 
they are suggested to them the men usually say, “All 
right, throw them in. In children’s, novelty patterns in 
plaids and stripes of gay colors are good sellers ; specials 
are sometimes run in novelty patterns for the kiddies at 
25 cents each, or three pairs for 65 cents. 

Paul Guenther has opened headquarters for his new 
selling organization at 267 Fifth Avenue, New York 
City. He will do business under the name of Paul 
Guenther, Incorporated, and will act as sole distributor 
for the Pyramid Hosiery Company, Inc., Rockaway, 
N. J. 

This mill is of modern construction and makes only 
45 and 51 gauge pure dye ingrain silk hosiery, plain 
and clocked. Mr. Guenther had been a manufacturer for 
over thirty years of high-grade silk hosiery, and retired 
from that business only two years ago. 
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LET°S SELL MORE SPORT HOSE 


> 


Colorful display of patterned and plain 


+ eg 


sports hosiery in the window of the 


Guarantee Shoe Co., San Antonio, Texas 


hosiery for men in past years should have no dif- 

ficulty in increasing their volume this year over 
last year by at least twenty per cent. Many of them will 
double it. This is not a random guess but the shrewd 
estimate of a Middle-west merchant who has been doing 
a record volume in hosiery of this type for ten years. 

“T expect to break all records this summer,” he said 
recently. “I am banking on four factors to give me this 
expected increase. These are: 

“First-—My regular trade among men who wear 
sport clothing because they actually need it. 

“Second—Extra trade from men who do not indulge 
in sports—who think that a niblic is something which 
you mix with ginger ale in order to get a kick—but who 
are going to make people think they are what they 
are not. 

“Third—My windows and my newspaper advertis- 
ing.” 

“Fourth—My determination to sell at least two pairs 
of sport hosiery with every pair of sport shoes. 

“This last factor—the double pairage, is where I 
have evolved something which is new, at least to my 
community. In getting it I am going to train my sales- 
people to use several different arguments. 


Riise: shoe merchants who have handled sport 


“There is the argument that men need at least two 
pairs, one to be worn when the other pair is in the 
laundry awaiting the ministrations of the laundress. 
Another argument is that two pairs of hose, worn alter- 
nately, will last as long as three pairs worn consecutively. 
In my own case, I have proved this to be a fact. 


**C\ TILL another argument is that one pair of pat- 

terned hosiery combined with one pair of plain 
colored hosiery enables the man to change his costume 
(at least to have different appearing stockings) at will. 
It turns monotony into variety. If a man can improve 
his golf game by getting a new sweater and a bright 
colored tie, as I have heard, why won’t a complete 
change of stocking color do the same thing? 

“And even another argument in favor of the two dif- 
ferent pairs is that one can be used for dress-up pur 
poses and the other for just the regular days at the club. 

“But I’m going farther—much farther—than that with 
some of my men customers. I’m going to sell the two 
pairs of sport shoes—one for every day and one for 
dress up or country club veranda wear. And, ii they 
can be persuaded to buy two pairs of hosiery for each 
pair of shoes, using the same arguments which I 4! 
ready have outlined, I’ll probably die rich. Why not? 
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WHY NOT CASH 
iN ON 
MOTHER’S DAY? 


Don’t Let the Florists Take 
eAll the Sentimental 
Money ! 


oe? @ 


but the greeting card peaple are beginning to edge 
in on it strongly. The men’s neckwear industry 
put a lot of pressure and publicity behind Father’s Day, 
to their own profit and benefit, but once these days are 
established, there is no law of the land or of ethics to 
prevent anyone with a good proposition, cashing in therh. 
The hosiery trade has been a bit backward about sug- 
gesting hosiery as a gift for any occasion other than 
Christmas. A few live merchants here and there run a 
regular calendar of special days and occasions and pro- 
mote hosiery as the logical gift. It seems to us, reason- 
able and even highly desirable that the hosiery trade as 
aclass put more advertising and display effort into the 
promotion of hosiery as an appropriate gift to Mother 
on Mother’s Day, which, this year, falls on May 12. 
Mother no longer sits by the fireside, knitting, clad in 
sombre garments. Mother is more likely to be attend- 
ing a bridge, or a dance—and she does wear silk stock- 
ings of as fine a quality as her daughters. No woman 
ever has enough hosiery—and Mother is a woman. The 
proposition needs no further argument. 
Up in the left hand corner of this page, we submit a 
little window trimming suggestion from the Gotham 
Hosiery Company. In this particular case, a pair, or 


’ VHE florists backed Mother’s Day and put it over, 
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le 
“29 Years of Faithful Service” 


a ei 











CMothers Day- 
gweLakerMosiery 


Service Chiffons at { Medium Service Weights jf 

‘ $7495 65 

1 3 Pairs $5.50 $1 3 Pairs 3450 
Guaranteed Heavy Service Hosiery 

$ 20 

3 Pairs 35.50 


Baker's Hosiery is Packed in Special 
Boxes for Mother's Day 


62 Wouker 


412 W. Seventh St. 
629 S. Broadway 
451 S. Broadway 


In Pasadena at 
282 E. Colorado St. 
PORTLAND 


In Hollywood at 
6064 Hollywood Bivd 
SAN FRANCISCO 


even two or three pairs of hose are fashioned into the 
form of a flower—a beautiful and thoughtful gift to 
mother. These flowers form an attractive part of the 
window trim and are highly provocative of the urge 
to buy. 

Any number of suitable ideas for Mother’s Day win- 
dow trims in which hosiery can be suggested as an ap- 
propriate remembrance of the occasion can be called to 
mind. The dressing of the gift package in an attractive 
wrapping is an important detail which should not be 
overlooked. The shaping of the hose into a flower is a 
particularly happy thought. 


UT on the Pacific Coast the C. H. Baker shoe stores 

are going after the Mother’s Day business with a 
vengeance. At the right we reproduce one of their re- 
cent ads, simple, but effective, which puts across the 
message in a dignified and artistic manner. 

The idealized drawing of “Mother” is an appropriate 
and dignified focal point for the entire advertisement. 
The text merely calls attention to Mother’s Day and to 
Baker hosiery. Little more than this is needed in any 
advertisement of this nature, for no argument or sales 
appeal can be used. The mere suggestion of hosiery as 
a gift is sufficient. 





A new varia- 
tion of _ the 
mesh, a@ rather 
large open dia- 
mond on a chif- 
fon silk is pre- 
sented by the 
Krueger - Tobin 
Co. 


NEW FOR DRESS 


For dress-up 
occasions, the 
lace clock is 
smart. Here is 
Belding - Hem- 
ingway's newest 
clock number, 
Style 450. a 
sheer chiffon 


Double - point- 
ed heels, black 
on gunmetal 
and self-color 
on sun tan 
Shades, have 
been added to 
the Gotham Silk 
Hosiery Co. 
line 


Another new 
French clock 
design on sheer 
chiffon, Style 
107, now being 
sponsored by 
Corticelli Silk 
Hosiery Co. 


A new design, the 
Duette, double- 
pointed heel on sun 
tan shades in sheer 
chiffon, from the 
line of the Miller 
Hosiery Co. 


Designed primarily 
for evening or 
dressy wear is this 
French clock num- 
ber, just introduced 
into the Holeproof 


line 
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Plain colored 
cotton sport 
sox, with drop- 
stitch rib effect 
in camel, grain, 
white, cadet, 
and red, from 
Holeproof 
Hosiery Co.'s 
line 


A 


wa 2 ot. tae? 
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These dainty 
silk sport sox 
come im a vari- 
ety of pale sun 
tan shades with 
colored striped 
cuffs. Courtesy 
Holeproof 
Hosiery Co. 





Holeproof also 
sponsors these 
wool socks in 
white, tan, pow- 
der blue and 
orchid with har- 
monising stripes 


on the cuff 


These straight- 
line mesh effect 
sox, known as 
Bobs, with 
turnover lace 
cuffs, are of 
silk, solid colors. 
From the 
Rosenhain Co. 








A new outline 
pointed heel effect 
in black on sun 
tan shades just 
introduced by the 
Rosenhain Co. for 
summer 
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These closely knit 
wool sox in high 
shades with con- 
trasting cuffs are 
designed primarily 
for bathing wear. 
Krueger-Tobin Co. 
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OOH -LET°’S LOOK IN THE WINDOWS 








STRIKING and attractive win- 

dow in the 1. Miller, Fifth Ave- 
nue, New York, shop, in which the 
Easter spirit is exemplified in the lilies. 
The most striking part of the trim was 
the illuminated leg form in the center, 

made by Modern Art Crafts 










HIS window was part of an en- 

tire week’s exploitation of Art- 
craft stockings at the Dollahite-Levi 
Company’s store in Houston, Tex. The 
bronze figures that are used for display 
stands and the strands of pearls help 
give a jewelry atmosphere to the win- 
dow, which was conceived by L. J. 

Lambert, display manager 


it figures of children using 
stockings as the streamers of a 
May pole gave an amusing yet effec- 
tive twist to this display which ap- 
peared just before May 1 in the win- 
dow of the Gotham Hosiery Company's 
Fifth Avenue, New York, retail shop 


LOS 
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The Science of Business 
is the 


Science of Serving 





























eAnp KNITBAC—flawless hosiery repair 
—now provides a much-wanted new service for 
the women of your community. We urge that 
you be among the first to offer Knitbac Service. 
You will benefit in three ways: 


1. You will increase your reputation 
for service. 


2. You will attract many new cus- 
tomers. 


3. You will add a new source of sub- 
stantial profit. 


KNITBAC SERVICE IS A SURE 
ROAD TO PROFITS 


— ra Ein — 


GOTHAM KMWETBAC SERVICE 
COMPANY, INC. 
389 FIFTH AVENUE —— NEW YORK 











LOS ANGELES, CALIF. CHICAGO, ILL. CLEVELAND, OHIO BUFFALO, N. Y. PHILADELPHIA, PA. 
Union Bank Building State-Lake Building 241 Euclid Ave. 533 Main Street 1211 Chestnut Street 
8th & Hill Streets 190 North State Street Phone: Cherry 4897 Phone: Seneca 7719 Phone: Spruce 6423 


Phone: Trinity 6303 Phone: Randolph 4994 
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any angle 
THE o BEST 


Style 24X— Pure Stye23X—Rapidly 
thread silk service becoming Amer- 
hose. Smart new ica’s leading dol- 
French heel, 3- lar hose.Extremely 
inch lisle cop, silk fine gauge all silk 

service weight. 


plaited sole, 4 
thread heel and 
A , 


Any way you look at these 5 dollar hose, they’re ors $8.00 «dose. 
winners! From your customers’ point of view they 
spell style — quality — durability — beauty — com- 
plete satisfaction! To your hosiery department they 
mean quicker turnover, splendid profits, and a 
permanently increased business. Orders filled the 
same day received. 


THE EVERWEAR HOSIERY COMPANY 
MILWAUKEE, WISCONSIN 


ge 


Style sg0X Fine ne gauge ge light-weight all silk service chiffon, Bes Beautiful lace » lock 


and pointed hee pares with e is 
thread silk shee dthieedlisie t= 4 Going big! 20colars. $8.00adozen. 


Style 21X— All silk fine Style 905— Misses and 
gauge chiffon, sheer small women’ sfine gauge 
- 3 Rich purple all purethread silk serv- 
db L, tS. Fey 
° nce eel. top, point si 
‘ie Pe inted vole 4-chread 





Ley ete: Neel 
a 25popu- 
lar colors. Sell- ; pet. 
inginquantity, seasonable co! 
v. 734 dozen: ors. $7.75adoz. 


FIRST WITH THE LATEST? 
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. Naturelle 
. Shell 


. Beige Blond 


THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


Service 


ALLEN-A 
1. Naturelle 
2. Shell 
3. Beige Blond 


ARTCRAFT 


. Spring Tan 
. Zephyr 

. Sun Tan 

. Castor 

. Nocturne 


. Boulevard 
. Naive 

. Sun Tan 
. Allure 


1. Spring Tan 
2. Zephyr 

3. Sun Tan 
4. Gun Metal 
5. La Mode 


CARLTON 
1. Naive 
2. Sun Tan 
3. Sun Bronze 
4. Mistery 


CORTICELLI 


. Nude 

. Pastel Gray 
. Pastel Nude 
. Sun Tan 

. True Beige 


. Nude 

. Kashar Tan 
. Gun Metal 
. True Beige 
. Sun Tan 


GOLD MAID 


. Belleek 

. Champagne 
. Flare 

. Lido Sand 
. Sun Tan 


1. Manon 

2. Seasan 

3. Pawnee 

4. Gun Metal 
5, Pecan 


. Naive 

. Sun Tan 
. Flare 

. Belleek 

. Boulevard 


GOTHAM 
1. Seasan 
2. Gun Metal 
3. Grain 
4. Pawnee 
5. Pecan 
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. Grain 

. Breezee 

. Atmosphere 
. Nude 

. Misty Morn 


. Sun Tan 
. Sun Burn 
. Dueotone 
. Eperney 
. Crevette 


. Grain 

. Tourterelle 
. Blond d’Or 
. Rose Brune 
. Coquette 


. Pastel Brown 
. Beige France 
. Sun Tan 

. Natural 


. Sun Tan 
. Charmaine 
. Allure 
4. Elephant Hide 
. Misty Morfi~ 





' Sheer 
HOLLYWOOD 


a 


Service 


. Pearl Blush 
. Mistery 

. White 

. Champagne 
. Nude 


HARRIS 


HOLEPROOF 


1. Grain 
2. Blond d’Or 
3. Tourterelle 


4. Rose Brune 
5 


. Coquette 


KRUEGER-TOBIN 


1. Boulevard 
2. Almond 

3. Sun Bronze 
4. Allure 


KRAMER HOSIERY CO. 


1. Allure 

2. Sun Tan 

3. Elephant Hide 
4. Sun Bronze 
5. Mirage 





Service 


McCALLUM 


. Allure 

. Rachelle 

. Copal 

. Gun Metal 

. French Nude 


1. Allure 

2. Rachelle 
3. Biscuit 

4. Gun Metal 
5. Midi 


MOJUD 


. Pueblo 

. Atmosphere 
. Naive 

. Lido Sand 
. Bambon 


. Bambon 
. Naive 
3. Pueblo 
. Lido Sand 
. Silver Wing 


REALART 


. Sun Burn 
. Sun Tan 
. Breezee 

. Boulevard 
. Lido Sand 


. Sun Burn 
. Boulevard 
3. Beach Tan 

. Manon 


. Tawny 


ROMILLA 


. Champagne 
. Lido Sand 
. Sandy Beige 
. Misty Morn 
. Sun Tan 


SOCIETY 


. Grain 

. Burlwood 

. Breezee 

. Mirage 

. Misty Morn 


. Lido Sand 

. Allure 

. Misty Morn 
. Champagne 
. Evenglow 


MAID 

1. Grain 

2. Burlwood 
3. Mirage 

4. Misty Morn 
5. Breezee 


TITANIA 


. Sun Tan 
. Evenglow 
. Boulevard 


1. Grain 
2. Boulevard 
3. Acorn 





y forms used in the 
above display are our 
“Thi Hi” Fairy Forms. 
Price $9 a pair. 


Hosiery Forms 


that Stop the Eye 
and Open the Purse 


OUR hosiery when 

displayed on Fairy 
Forms will stop the eye of 
the casual observer... 
open the purse and play a 
tuneful rhapsody on your 
cash register. 

Fairy Forms are light 
and airy and have a strik- 
ing, attention - getting 
poise. They are weighted 
in the toe to stand without 
supports. Attractively fin- 
ished in a beautiful flesh 
tint. Can be washed when 



















necessary. 
Order from your Jobber ; 
or direct from us. a a pernees 
alance 
SHOE FORM CO. Inc. pags pos- 
sible unique 
Auburn, New York displays 





Fairy Forms are protected by 
American and Foreign Patents 


Fairy Forms 
Are Light and Airy 
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KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 
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WHERE STYLE KNOWLEDGE COUNTS 


By LORENA HODGES 


In charge of the Hosiery Section of the Star Shoe Store, San Diego, Cal. 


ROPRIETORS of shoe 
Pires may try as they will 

to drive, coerce, shame or 
bribe their shoe salesmen into 
feeding the shoe customers to 
the hosiery department, but I feel 
it is part of my job to keep the 
boys interested in my section. 
Even in spite of prizes, store 
rules, P.M.s or whatever methods 
the head of a store may adopt, if 
the boys on the floor do not think 
they are getting a good break 
with the hosiery girl, they will 
be only mildly interested. 

Perhaps I shouldn’t tell of 
some of my little ways of han- 
dling our shoe salesmen, as they 
might discover that they are being handled. Men as a 
tule, don’t like to suddenly discover that some girl is 
making them do things, but I guess they are good enough 
sports to stand it. 

One of the best ways to keep men interested is to have 
something they want. The one thing they most need in 
their shoe selling is a comprehensive knowledge of color 
harmony and current style values. 

Often a woman will say to a salesman, “I have a new 
so-and-so shade dress and want a pair of shoes to go 
with it. What do you advise?” This is when he slides 
over to me to find out just what this shade is like. 
Sometimes he will hold up a shoe for me to see and in 
pantomime, I will O. K. or “thumbs down” it. The cus- 
tomer never gets an inkling of this by play, as it is all 
done so quickly and quietly. 

This time of year we have more questions raised as 
to what shade is good than at any other season. That 
is one reason why the hosiery business is always so 
much better in the spring. We therefore figure that this 
is the golden opportunity for selling many extra pairs, 
due to the many new spring shades which always look 
so bright and attractive. 

Fashion magazines are fairly good sources of informa- 
tion on this all important subject of style, but the most 
accurate, concise information best adapted to a hosiery 
department comes from the Hosiery Section of the 
RECORDER. 

All the boys on the floor have different tastes just as 
the customers have, so in the main, the trade’s likes and 
dislikes are reflected right on the floor. Occasionally 
we get in numbers that I do not just like when they 
first come in. This is always kept to myself because 
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Miss Hodges 


some boy is sure to like the num- 
her that I do not particularly care 
for. He will enthuse over it to 
his trade, thus creating a demand 
for it. Just as soon as we get 
in some new colors, the reason 
for buying these shades is ex- 
plained to the shoemen. Some- 
one zlways develops an immedi- 
ate liking for some particular 
shade that goes well with his 
favorite shoe. Every man has 
his pets in the shoe stock, so we 
try to find a corresponding pet 
for him in the hosiery stock. 

To see a man eagerly leading a 
shoe customer up to the hosiery 
section saying, “Miss Hodges 
please show this lady that new shade,” as he points out 
the right shade in the case, means to me, that it will be 
easy to sell his customer stockings. You see, I first sold 
the salesman then he in turn, sells me to all his trade. 
In defense of this method, let me say that it is a great 
time saver, as the one behind the hosiery case is able 
to concentrate just on the selling of several pairs to 
the one customer. 

The salesman’s introduction is so positive that there 
is no chance of a question being raised in the customer’s 
mind as to whether or not she wants to buy hose. The 
only problem that we raise in their minds is how many 
pairs she will buy at the moment. 

Perhaps some will reason that we lay too much stress 
on selling the hosiery department to the salesman, but 
as I see it we have only four sources of attacting cus- 
tomers to the hosiery department; through newspaper 
advertising; through window displays; though repeat 
customers who come back on account of good merchan- 
dise and service and those brought to the hosiery de- 
partment from the fitting stool. The latter are in a 
known buying mood, already in the store, so why not 
make the buying as easy as possible. 

Here are four simple rules we have worked out that 
may help some other girl. 

Keep stock neat and orderly in the glass drawers. It 
leads the customer to think that the merchandise is new 
and fresh, which is a very desirable sales-building 
thought. 

Keep up to the minute on styles and colors, not only 
in hosiery, but in the prevailing colors of the season. 
Cultivate good taste in selecting hose to match or har- 
monize with various costumes. 


[TURN TO PAGE 150, PLEASE] 




















SOMETHING NEW! 


DISPLAY 
for HOSIERY 


Life Size Leg Form in Glass Illuminated 
Very attractive display that will 
draw attention to your windows. 

=> 





MADE BY MODERN ART CRAFTS OF NEW YORK AND PARIS 

















I. Miller & Sons and many other leading shoe merchants are 
now using this unique form to increase the attractiveness of their 
hosiery displays. It is made of blown glass, and is electrically 
illuminated. The metal trim is silver plated with brackets which 
allow draping hosiery on both sides of the form. J 

This display, by creating greater interest in your windows and 
in the shoes and hosiery displayed there, will be of tremendous 
value to you in stimulating business. 


Price complete with electrical equipment and two 
leg forms in flesh and frosted glass 


$57.50 


We have a complete line of fixtures in the modern 
manner for effectively displaying shoes and hosiery. 


ct 


pss 
233 FIFTH AVENUE, NEW YORK CITY 











WALIOGVER“GHOE“SP0 RES 


MAIN STORE AND OFrices 


“t2S SOUTH STATE STREET 
CGHIGAGO 


February 19, 1929 


The Gold Maid Hosiery Company 
319 W. Jackson Boulevard 
Chicago, Illinois 


Gentlemen: 
About six months ago, as you know, we were looking 
for an “outstanding ‘Feature Heel'” hose for our 

Chicago group of stores, 
We “hit the nail on the head" when it was decided 
that the "Gold Maid Steeple and Duo-Steeple heel” 
hose would be Our choice. 
This hose was featured prominently and as a result, 
the hosiery departments of our various stores enjoyed 
an increase in volume much more than we had hoped. 


Yours very truly, 


+ SHOE STORES 
\Calpt af : Deel . 








No. B 70 Duo-Steeple Heels with 
black contrasting heels. 


50 
*162 
Write today for sample and color 
chart of new Spring shades. 
Immediate delivery from 
our Chicago Stock 
















No. B 50 


Steeple 
45 gauge, 4 thread, 
sheer, filmy chiffon 
(Self-Colored) 


No. B 60 
Duo-Steeple 
45 gauge, 4 thread, 


sheer, filmy chiffon 
(Self-Colored) 


15 4 15" 


ws 


GOLD @ MAID 


24 © Ss 456 Ee R Y 
Sole Distributors 
319 West Jackson Boulevard + Chicago. Illinois 


LICENSED UNDER LANDENBERGER 
U. S. PATENT NUMBER 1,111,658 
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AUL GUENTHER, INC., of 267 Fifth Avenue, 

New York, sole distributer for the Pyramid Hosiery 
Company of Rockaway, N. J., announces that Frank J. 
Collins has been appointed sales and advertising man- 
ager. George D. Rankin will continue to cover the New 
York and New England territories. Mr. Collins says 
that because of increased production they are now fully 
equipped to take care of the ingrain needs of the better 
retailers, and that a sales force is being organized to 
cover the entire country. 


XY 


S. M. Schrieber, formerly representing Lehigh and 
Gotham in the South, has been appointed Southern sales 
manager for Blue Line Hosiery Mills, Inc., manufac- 
turers of Bijou hosiery. Mr. Schrieber will be respon- 
sible for sales South and Southwest. Other Blue Line 
appointments in the expansion of their selling force are 
J. E. Madden and M. T. Daley, with offices at 36 South 
State Street, Chicago, covering Illinois and Wisconsin. 


xy 


All officers of the National Association of Hosiery and 
Underwear Manufacturers were reelected at the annual 
convention, April 18, at the Philadelphia Commercial 
Museum, the meeting being featured by the annual ad- 
dress By President Mettler, and speeches by Fred W. 
Shibley, vice-president of the Bankers Trust Co., and 
Douglas Walker, director of the Intelligence Bureau of 
the National Raw Silk Exchange. 

One new director was elected, Grover C. Good, vice- 
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president of the Globe Knitting Works, Grand Rapids, 
Mich. Three directors were reelected to serve for two 
years, as follows: H. M. Gwyn, Cadet Knitting Co., 
Philadelphia; W. Park Moore, Hancock Knitting Mills, 
Philadelphia; and R. W. Sulloway, Sulloway Mills, 
Franklin, N. H. 

The official personnel of the association now is: 

John Wyckoff Mettler, Interwoven Stocking Co., New 
Brunswick, N. J., president ; George F. Dickson, Minne- 
apolis (Minn.) Knitting Works, first vice-president ; 
J. B. Lesher, Unrivaled Hosiery Mill, Williamstown, 
Pa., second vice-president; Ernest Blood, True Shape 
Hosiery Co., Philadelphia, treasurer; John Nash Mc- 
Cullaugh, managing director. 

The directors, in addition to those named above, are: 

R. C. Aycock, Aycock Hosiery Mills, South Pitts- 
burgh, Tenn.; Thos. W. Buck, Thos. W. Buck Hosiery 
Co., Philadelphia; Isaac R. Hyatt, American Hosiery 
Co., New Britain, Conn.; and C. S. Kincaid, Magnet 
Mills, Inc., Clinton, Tenn. 


XY 


Emmeth Textiles, Inc., Philadelphia, manufacturers 
of full fashioned hosiery is moving its factory from 
1208 Race Street, to new and larger quarters in the 
Folwell Bros. building at Third and Somerset streets. 
The firm will occupy two floors with about 50,000 feet 
of space. New machinery and augmented equipment is 
being installed in the new quarters. With additional 
equipment, the mill will have a daily capacity of 1200 
dozen pairs of hosiery. 
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A Merchandising Message to Hosiery Manufacturers 





SUMMER SLUMB? 








new Suntan vogue... 


this summer. Public consumption will be at its height. 





be a tremendous demand for new merchandise. 











June. 





ADVERTISING IN THE 
JUNE 1ST HOSIERY SECTION 


hosiery manufacturers in the retail shoe market. 


HOSIERY DIVISION 
239 WEST 39th ST. 





_ beginning of June will find the shoe merchant unusually 


receptive to the offerings of hosiery manufacturers. To handle 


bringing to the attention of the shoe merchant salable merchandise 


at this logical time is bound to result in profitable contacts. 


EMEMBER, there are great profit-making possibilities for 
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THE RETAIL SHOE MERCHARNT 
WILL OFFSET THAT 


| co weather during March and April . . . the 
increasing interest in sport footwear 


and hosiery . . . will all result in great activity in retail shoe stores 


There will 


the business of July and August the shoe merchant must buy in 
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NEWS O° THE MARKET 


[CONTINUED FROM PAGE 147] 


P. G. Houser is now representing Gold Maid Hosiery 
Co., Chicago, in the State of Illinois; I. J. Sims in the 
State of Michigan; and H. H. Frankel in the States of 
Minnesota and eastern North and South Dakota. All 
of these men have had a wide experience in the hosiery 


field. 
X¥ 


Justin Loeber has been appointed manager of the New 
York office of Dexdale Hosiery Mills, and assumed his 
duties on April 1. For many years he was associated 
with Pelgram & Meyer, silk, ribbons and novelties, of 
New York, until their retirement from business, as 
manager of New York sales and contact man with out- 
of-town accounts. 

J. S. Craig, who was also formerly associated with 
Pelgram & Meyer, has been connected with the Dexdale 
organization during the past year, representing the com- 
pany throughout the Middle West in all of the larger 
centers. His work has recently been extended into Wis- 
consin and Minnesota. 

Henry DeVeze, who represented Pelgram & Meyer in 
New England for over fifteen years, has joined the Dex- 
dale organization as New England representative in the 
States of Massachusetts, Rhode Island and Connecticut. 


KY 


Ralph Rosenhain, President of Rosenhain Co., Inc., 
distributors of Rosaine Hosiery, has become part owner 
and a director of the Sobie Silk Shops, Ltd., of Canada. 
The Sobie Company now operates 23 shops throughout 
the Canadian Provinces, specializing in hosiery, lingerie 
and boudoir accessories. 


XY 


The Fleetwood Silk Hosiery Mills, Inc., is the name of 
Charlotte’s (N. C.) newest full fashioned silk hosiery 
mill. Construction on the first unit of its plant will 
start at once and the initial investment will be approxi- 
mately $500,000, while the mill will employ approxi- 
mately 350 workers. 

The plant will be located on a three-acre tract of land 
at North Brevard and Twenty-eighth Street, and the 
first building will be of reinforced concrete, 110 by 100 
feet, and two stories high. It is arranged on the lot to 
take care of two other units of like size later on. 

The mill is incorporated under the laws of Delaware, 
with 4000 shares of preferred stock of $100 par value, 
and 200 shares of no-par common stock, all of which 
already has been taken. 

The mill has thirty-two machines bought and ready 
for shipment as soon as the plant is completed. 
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The new hosiery mill headed by R. L. Coleman, 
H. M. Coble and M. H. McPherson and just organized 
in Burlington, N. C., will be known as the Peerless 
Hosiery Mill, Inc., and will have an authorized capital 


of $100,000. 
KY 


Bids for erection of the large addition to the plant 
of the Mock, Judson, Voehringer Company, at Greens- 
boro, N. C., have been opened in the office of John K. 
Voehringer, Jr., president. The addition will add be- 
tween 75,000 and 80,000 square feet of floor space to the 
present plant, which produces full-fashioned silk hosiery. 

The directors voted to expend $200,000 in the expan- 
sion of a full fashion mill. The directors declared an 
initial quarterly dividend of 50 cents a share on the com- 
mon stock, payable April 15 to holders of record April 1, 
and the regular quarterly dividend of $1.75 on the pre- 
ferred stock, payable April 1 to holders of record 


March 20. 
XY 


Fourth Avenue, New York, 
have announced the 


Kramer Bros. of 331 
manufacturers of Trimfit Hose, 
establishment of a California office located in the Grosse 
Building, 124 West Sixth Street, Los Angeles. This 
new office, which has been established for the purpose of 
rendering a better service to far Western accounts, will 
be in charge of Robert Kramer. 


x 


Al Smith, personal contact representative of Edward 
S. Mitchell, Inc., sole mill agents, is leaving for the 
Middle West within the next few days to call on large 
volume shoe chain store executives. Mr. Smith will 
be in the Middle West about three weeks. Edward S. 
Mitchell, Inc., whose character of merchandise covers 
completely the popular price quality field have reached 
a new height in specialization both in production of 
their mills and in their selling operations. In each of 
their mills they specialize in one number only, resulting 
in maximum production and standardized quality. In 
their selling operations they specialize in serving the 
shoe chain stores and are a major source of supply to 
shoe chains who operate on a jobbing basis. 


XP 


Artcraft silk stockings, exclusively, are handled in the 
hosiery department of the new Andrew Geller shoe shop, 
recently opened on Fifth Avenue, New York. 


[TURN TO PAGE 150, PLEASE] 
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NEWS O° THE MARKET 


[CONTINUED FROM PAGE 149] 


In keeping with the high quality of its hosiery, the 
Corticelli Silk Co. has recently installed at its Florence, 
Mass., mills several new 51 gage machines, which are 
now in production. The announcement of this new line 
of fine gage hose will be made very soon. Following the 
announcement, the Corticelli Silk Co. expects to install 
more fine gage machines in order to balance its line of 


fine hosiery. 


During the last month the hosiery trade lost two 
of its best known members through death. George 
Edgar Beers, one of the founders of Emery & Beers, 
later the Onyx Hosiery Co., died at the age of 83. In 
1887, after a service of some 10 years with Lord & 


City. Mr. Adler will, to a great extent, confine his 
contacts to the resident buyers. The Lehigh staff has 
been enlarged to adequately service the many new ac- 
counts that have been opened in Greater New York 
since the new year. 

Ky 


Leon Klein, secretary-treasurer of the Lehigh Silk 
Hosiery Mills, Inc., Doris Silk Hosiery Co., and the 
Jasper Mfg. Co., has been elected a director of the new 
Brooklyn National Bank of New York, near Borough 
Hall. Wm. C. Redfield, Secretary of Commerce in 
Wilson’s Cabinet, is to be president of the new bank. 
The executive personnel is a distinguished one and thie 
new institution will take a prominent place in metropoli- 
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Taylor’s wholesale hosiery department, he originated som 
“ tan finances. ; 
the name “Onyx. unif 
George J. Healey, president of the Combine Hosiery ane unif 
Corporation, and for many years connected with Emery stoc! 
& Beers and Onyx, preceded his old employers in death unif, 
by a few days. Mr. Healey was 47 years old and had Where Style Knowledge Counts stocl 
spent practically his entire business life in the hosiery [CONTINUED FROM PAGE 145] way 
trade. them 
aX Many women will buy when they are shown an espe- a sp 
cially attractive novelty or some new shade, or again gist | 
William J. Holt, former hosiery buyer for Saks-34th their weakness for a bargain in some specially priced a nu 
ij street, has become foreign buyer for Krueger-Tobin hose that is being closed out, may be the means of Expe 
lj Company to succeed Charles W. Campbell, whose resig- making a sale. foot, 
nation becomes effective July 1. Mr. Holt left last week Freshening the displays on the case and in the win- need: 
| for his first buying trip abroad in his new connection. dows every day attracts the attention of the regular throu 
i} Mr. Campbell’s plans will be announced later. He has _ passer-by. 
fh: been associated with the Krueger-Tobin firm since its Editorial Note. In justice to Miss Hodges, it should 
| organization in 1921 and previous to that was with the be stated that she has worked up quite a reputation as a T I 
; Brown Durrell Co. for 28 years. style adviser. This has been the means of making many e 
Ny good customers for the house. Then, The Star Store custor 
caters to young girls, the kind that do not want things G. B. 
Alvin Adler has just joined.the selling staff of the at all unless they are right, so reliable style knowledge is sale h 
Lehigh Silk Hosiery Mills, 294 Fifth Avenue, New York a prime necessity. shoe j 
to sell 
it is e 
r ° the pre 
Flash Up Your Hosiery Display | J: 
Cole t 
Don’t just show the stockings. Tell No. 45 Hosiery and card stand is three | 
the people what they cost and men- adjustable from 12” to 21”. Card $1.95 ; 
tion the points most worthy of note. and frame are instantly removable three p 
People who won’t come in to get facili doniil “aie 
this information will come in when ‘°° *@titate Craping the hosiery. 
they have it. The best way to get it 
before them is by means of a neat Price, $3.00 each E] 
card placed directly above the mer- 0} 
chandise. Dozen lot, $33.00 When 1 
“ 3 W. Jackson Blvd. touch v 
Crystal Fixture Company ““Gneaco. ui | & Picture 
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H MYERSON of the White House, Tucson, Ariz., 
ehas the nurse’s white stocking trade of town 
pretty much coming his way. It seems that there are 
some 800 nurses in the city, all of whom wear white 
uniforms while on duty. Many stores cater to their 
uniform and shoe wants but no one has specialized on 
stockings. The White House has a regulation nurse’s 
uniform department in which uniforms, shoes and 
stockings are sold, but Myerson has found that the best 
way to get the nurse’s ear is through a letter written to 
them, in which the good quality and the good looks of 
a special Gotham Gold Stripe hose is discussed. The 
gist of the letter is that anyone on their feet as much as 


a nurse requires a comfortable, long wearing stocking. 
Experience has taught that a hose with a good heel and 
foot, in a service weight, is best adapted to a nurse’s 
Many customers have been added to the store 
through the response to this letter. 


> 


needs. 


HE trade of the Studio Bootery, San Diego, Cal., is 

educated up to the point where 85 per cent of the 
customers are buying hosiery with their shoes. Manager 
G. B. Cole lets us in on a little secret. During the shoe 
sale he has his men find out what kind of a costume the 
shoe is being bought to complement. That is necessary 
to sell the shoe properly anyway. With this information 
it is easy to slide over to the hosiery case and bring out 
the proper stockings. A single pair price is never quoted. 
It is always on the three pair basis. Along this thought 
Cole has found it better to have even prices on the 
three pair lots, while the stocking may be priced at 
$1.95 a pair, three pairs at $5.00 sells them better than 
three pairs at odd prices. 


Sd 


ERE is a clever stunt as practiced by W. H. Palmer 
of the Ray Bros. shoe store, San Diego, Cal. 
When he gets in some real novelty stockings, he gets in 
touch with some popular high school girl and has her 
picture taken, featuring the talking points of the stock- 
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ings. An 8 x 14 print is made which is featured in the 
window. The very next day a drove of from six to ten 
girls will swing down the street after school and sud- 
denly discover the picture in the window. Right then 
and there more publicity is created than if a full page 
newspaper ad was run. All that this costs is the pair 
of stockings that the young lady wore when having her 
picture taken plus the cost of the photo. The photog- 
rapher is usually one that listens to reason, as he gets 
credit for his part in the deal. 


* 


HERE is a close 

relationship —be- 
tween hosiery of the 
feminine gender and 
the human figure. 
In this new hosiery 
fixture the 
figure has 


display 
human 
been employed and 
is put to a most 
purpose. 
It comes in two 
sizes, the figure 15 
inches in height with 
an overall height of 
19 inches, and also 
with the figure 12 


practical 


inches in height, giving an overall height of 16 inches. 
All parts are interchangeable, and instead of the hosiery 
rack at the top, a box or shoe fixture can be substituted. 
The fixtures come in finishes of Old Gold, Old Silver 
and Verdi Bronze and is the product of the A. C. Reh- 
berger Co., Chicago, III. 


* 


ERE’S a way to sell hose that worked in Douglas, 
Ariz., as doped out by Geo. T. Conly, manager of 
First he went through his 


Given Bros. shoe store. 





















ee 
Nichi cine eth athaean betennemBnete ahewnsth Sommedeondeaehh ketene ee 



















records and picked out several hundred good names, 
jotting down the size shoe the customer bought. Then 
he selected three pairs of $1.95 Kayser hose, one pair 
each of the new spring shades, did them up in a neat 
package and mailed each one to each name. In the same 
mail he sent a personal note saying that the hose looked 
so good he couldn’t resist the temptation of sending 
them right out. If, however, Mrs. Blank did not need 
the stockings just now, would she please phone him and 
he would send a boy right out for them. No special 
price was made for the three pair assortment, as they 
were sold strictly on their merits. No unfavorable re- 
action was heard or felt and some 95 per cent of the 
goods sent out were accepted and paid for. Conly feels 
that the idea is a good one, but one that can’t be repeated 
very often. 





OW arousing public interest in hosiery repairing 

through the visible demonstration of the process 
adds to general hosiery business was definitely proved 
in the Lane Bryant, New York, store late last month, 
when a Knitbac repair machine was set up in the hosiery 
department. The demonstration began on Tuesday, 
April 23, and was carried through the week. The demon- 
stration was designed and staged by L. Spiegel of the 
Lane Bryant organization. 

The women shoppers who crowded the demonstration 
were eagerly interested in finding out about this new 
method of flawless hosiery repair. Their interest was 
made the source of added hosiery business by Mr. 
Spiegel. For directly in back of the demonstrator was 
a show case featuring the newest spring shades and 
styles in stockings, and also showing shoes which were 
featured in the store’s shoe department. Thus the at- 
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"J “HE hosiery counter of The New Bern Shoe Co. 

- New Bern, N. C., is U-shaped and right up front. 
In explaining how he does such a nice hosiery business 
in all three of his Carolina stores, Harry M. Jacobs said, 
“We have found that by selling the better grades of 
stockings, that is, retail prices from $1.50 and up, we 
are holding our trade much better. Going into the lower 
grades means bucking the department stores on a price 
basis which is neither profitable nor satisfactory. Twice 
a year a sale of $2.00 irregulars at $1.00 just causes peo- 
ple to flock to our stores in droves. As this is the only 
time we ever run sales, we enjoy a good, uniform repeat 
business, which is steadily increasing. Always having 
in stock hose that perfectly matches each shoe color is a 
great help in selling two pairs of hose to every pair of 
shoes sold.” 





tention of every woman watching the demonstration was 
called to kindred items and was made the basis for 
increased sales. 

Mr. Spiegel said, “Women watching the hosiery re- 
pair demonstration or who come in to bring stockings 
for repair, are foot-conscious. They are thinking of 
stockings or shoes, and the mood in which they approach 
the hosiery or shoe counter can, by the use of an attrac- 
tive display, be turned into actual increased sales. \Ve 
feel that the Knitbac demonstration was of great help 
not only to the stimulation of hosiery repair business, 
but was a tangible aid to increased hosiery sales. \We 
featured, on each side of the Knitbac demonstration, 
two counters with special hosiery values, and the results 
from these counter displays were very gratifying. 
Properly handled, a hosiery repair service can b¢ iefit 
the retail store in more ways than one.” 
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